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ANSWER TO G. |. DREAM . . . Rochester banks’ low-cost rental housing project 
(See PROVIDING RENTAL HOUSING FOR G. L.’S .. . Pace 18) 


This Month 
New Business . .. By BURR S. SWEZEY 
Providing Rental Housing for G. I.’s....y Harry v. opie 
Farm Mortgage Lending Seminar... sy cari t. putz 











...are known from border 
to border and coast to 
coast as the nation’s 
standard of safety in 
check protection. 


THE WAVY LINES ARE 


we 


+ A-LAMONTE TRADE-MARK 


“zaMWtovte” 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 





For Samples of La Monte Safety Paper see your Lithographer or Printer - or write us direct. 








A CHECK PAPER ALL YOUR OWN 


Why not follow the lead of America’s outstanding banks 
and corporations? Let us reproduce your trade-mark in the 
paper itself. Such INDIVIDUALIZED check paper provides 
maximum protection against counterfeiting — saves banks 
sorting time — helps prevent errors. 
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Flying Bankers 


Sirs: The First National Bank of Port- 
land, which has pioneered many financial 
innovations, is today using an airplane for 
rapid transportation between headquarters 
and branches and dealer-customers. 

Users of the plane are L. S. White and 
George Shepperd, installment credit loan 
officers. Both served in the armed forces. 
Mr. Shepperd learned to fly in the army 
and holds a commercial pilot’s license. 
Mr. White served as a major in the army’s 
airways communication system and holds 
a private pilot’s license. Intent on reducing 
travel time, the “flying bankers’ decided 
to rent a plane. 








L. S. WHITE G. SHEPPERD 


successful they now carry on practically all 
their field business by air. 

Part of the business that takes them 
into the field has to do with airplane 
financing. Oregon now has about 500 
privately owned planes and over 200 of 
these, mostly purchased by flight instruc- 
tors, have been financed during the past 
year by First National. 

KENNETH W. FITZGERALD, 

Pacific National Advertising Agency, 
Portland 4, Oregon 
* oo S 


On-the-Job Training 


Sirs: We have had requests by mail, 
air mail and telegram, from all over the 
country, for our On-the-Job Training 
Program as a result of the article by 
S. P. Pomaso in your May issue. 

Dewey M. BEck, 

Director of Public Relations, 
Illinois Bankers Association, 
Chicago 3, Illinois 
. « . 


Farm Finance 


Sirs: I enclose a copy of a monthly 
periodical published by the Federal Re- 





The results proved so . 
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It covers opportunities 


serve Bank of Boston and sent to New 
England commercial and savings banks, 
members and non-members of the Federal 
Reserve System. It is also sent to.county 
agents, vocational-agricultural teachers, 
co-operatives and to farm leaders. 

Its purpose is to arouse bankers to a 
keener sense of the opportunities that some 
of them have been overlooking in agricul- 
tural credit as well as to tell farm leaders 
some of the problems of bankers. 

L. A. ZEHNER, 

Assistant Vice-president, 
Federal Reserve Bank of Boston, 
Boston 6, Massachusetts 
* . . 


Non-Par Banks 


Sirs: A second edition of its handy 
‘“‘List of Non-Par Banks” is being dis- 
tributed by the First National Bank of 


In 24 states 
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FIRST NATIONAL BANK 


“The Olden National Bank in the South” 


LOUISVILLE 1, KENTUCKY 
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Louisville, Kentucky. 

This incorporates the many changes that 
have taken place in the list since the first 
tabulation July 1, 1945, and contains a 
listing by states of all banks which have 
remained on or have been added to the non- 
par list as of May 1, this year. 

Distribution of the booklet is being made 
to correspondent banks and concerns using 
the list by the department of banks of the 
First National, 

WALTER DISTELHORST, 

Advertising Manager, 
First National Bank of Louisville, 
Louisville 1, Kentucky 
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THE COMING WAVE OF TRAVEL 
AND HOW YOUR BANK CAN SHARE IN IT 


Hundreds of thousands of Ameri- 






accounts and other forms of busi- 






cans are now considering either ness which often go to the insti- 
business trips abroad or, as ac- tution furnishing the traveler with 
commodations permit, tourist his Letter of Credit. 

travel. 


If you do not now sell C. N. B. 










Unquestionably, some of these Letters of Credit, we suggest that 
travelers will be friends of your youcommunicate with our Foreign 
bank. And by having C. N. B. Department and find out how you 
Letters of Credit available, you can issue them with your bank’s 
can make them profitable cus- own imprint profitably, efficiently, 
tomers—at the same time opening and without materially increasing 


the doorto safe-keeping, custodian the work of your present staff. 





C. N. B. Letters of Credit give holders the facilities of our overseas 
branches and serve as an introduction to leading bankers abroad. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


In writing to advertisers please mention The Burroughs Clearing House 
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In the TREND of BANKING 


Ww 








Bank Credit Control 


Whereas some government officials and 
certain economists are advocating various 
credit control measures affecting commer- 
cial banks, on the grounds that they are 
essential for economic stability, banking 
spokesmen such as A. B. A. President 
Frank J. Rathje have pointed to the 
anomaly of government sponsorship of an 
expansion in credit through emergency 
housing bills, the RFC loan participation 
program, etc. On this subject, Mr. 
Rathje has warned: 

“By reason of the activities on the part 
of the government in fostering the creation 
of a private debt structure by guarantees, 
insurance and direct lending, we are 
creating additional pressures for higher 
prices, because of the shortages that 
already exist. Those credits aggravate and 
increase the demand. 

‘““Not only does this constitute a pressure 
for higher prices, but, in addition, experi- 
ence reminds us that an excessive debt 
structure created at a time of high prices 
and incomes is a debt structure that may 
be vulnerable to instability and forced 
liquidation,” Mr. Rathje adds. 

“A private debt structure in reasonable 
balance commensurate with our corporate 
or individual resources is desirable, at all 
times. To do the best we can with what 
we have,” Mr. Rathje asserts, “‘is to be 
preferred over a greatly expanded debt 
structure that is built on an unsound 
foundation.” 

Warning issued. Another viewpoint on 
the subject was expressed recently by 
Allan Sproul, president of the Federal 
Reserve Bank of New York, addressing 
the convention of the California Bankers 
Association. The biggest problem in pro- 
moting economic stability and curbing in- 
flationary tendencies is to develop a policy 
to restrain further credit expansion, Mr. 
Sproul indicated. He expressed the hope 
that with wisdom and restraint on the 
part of commercial bankers, the present 
general level of interest rates might be 
preserved without endangering the whole 
anti-inflation program by an uncontrolled 
expansion of credit. 

“If that is too much to ask or expect,” 
he declared, “‘those whose duty it is to 
administer credit policy in the interest of 
economic stability cannot shirk their 
responsibilities.”’ 

5 « * 


NABAC Progress Continues 


Three notably successful regional meet- 
ings were held by the National Association 
of Bank Auditors and Comptrollers in 
April and May, reflecting the continued 
gains that have taken place in its member- 
ship. The association has also completed 
the first of the banking studies undertaken 
by its new research committee. 

The regional conferences were held at 
Atlantic City, Seattle and Milwaukee. 
They were noteworthy for their large 
attendance, for the practical discussions of 
bank operating subjects and for the nation- 








FEDERAL DEPOSIT INSURANCE 
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Newly completed NABAC research studies of broad interest to banks 


ally-known names of bank officers and 
others among the speakers. 

Registration figures represented new 
heights at each of the meetings. Atlantic 
City and Milwaukee vied for first honors 
in largest attendance. The figures were: 
Atlantic City, 507. Milwaukee, 501. 
Seattle, 197. 

President Ben N. Jenkins, assistant vice- 
president, First National Bank and Trust 
Company, Oklahoma City, was well 
pleased with the results of the meetings, as 
well as the growth that is currently being 
shown in the association’s membership. 
According to figures supplied by Assistant 
Secretary Darrell R. Cochard, banks are 
currently joining the association at the 
rate of 50 a month. Total membership 
today stands at 2,300, compared with 
1,300 at the close of 1940. 

Deposit insurance study. The associ- 
ation has released a thorough-going study 
of deposit insurance that may well prove 
to be of considerable importance to all 
banks. It is the first study completed by 
the research committee of which Ottmar 
A. Waldow, comptroller, National Bank of 
Detroit, is chairman, and Alvin J. Vogel is 
committee secretary. 

Titled ‘‘Federal Deposit Insurance,” the 
study begins with the former insurance 
plans of states and continues up to present 
operations of the Federal Deposit Insur- 
ance Corporation. It covers the earnings 
and loss ratios of the corporation. It also 
studies the deposits of banks since 1865 and 
the bank suspensions since that time, and 
determines the loss ratio. Covered also 
are the changes that have taken place in 
the assets of banks from 1934 to 1945. 

The study is being mailed to all member 
banks of the association. It is being ac- 
companied by a separate form carrying the 
recommendations of the research commit- 
tee resulting from the study for the con- 
sideration of the membership. A question- 
naire is included for each member’s reply. 


Members of the subcommittee preparing 
this study are: Chairman, William Wid- 
mayer, comptroller, Guaranty Trust Com- 
pany of New York, R. C. Huelsman, 
comptroller, Central National Bank of 
Cleveland, and J. W. Massie, comptroller, 
Republic National Bank of Dallas. 

Auditing program for the smaller 
bank. This is an equally comprehensive 
project. It is complete and authentic, 
having been reviewed by one of the major 
bank examining agencies. 

In announcing the manual, the research 
committee stated that it was prepared 
“for those banks which may not yet feel 
able to justify the employment of a full- 
time auditor, but whose executives have 
come to recognize the desirability of. main- 
taining good auditing and accounting con- 
trols in bank operations. These far out- 
number those larger banks which do main- 
tain auditing staffs or even the single posi- 
tion of auditor.” 

Members of the subcommittee preparing 
this manual are: Chairman, O. B. Lovell, 
comptroller, The First National Bank of 
Madison, Madison, Wisconsin, Oscar G. 
Schalk, comptroller, Mercantile-Commerce 
Bank and Trust Company, St. Louis, and 
E. L. Stucker, cashier, National Bank of 
Tulsa, Tulsa, Oklahoma. . 

Cost manual. A manual on cost 
accounting procedures is a further project 
of the research committee now under way. 
When completed, it is intended that the 
manual will serve as a reference or text 
book on bank costs and that it will be 
suitable for use by banks of all sizes, both 
commercial and savings. 

It will include an example of a complete 
cost breakdown of a modesi-sized bank 
and contain the cost report and cost work- 
ing papers and show the kind of infor- 
mation resulting from a cost study. 

Plans for the preparation of the manual 
call for the assistance of individuals 
especially qualified to write special sections 
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and the assignment of other sections to 
the research committees of the associ- 
ation’s various sectional conferences. 
Members of the subcommittee on cost 
accounting procedures are: Chairman, 
Harold E. Randall, vice-president, The 
First National Bank of Boston, C. C. 
Looney, comptroller, Harris Trust and 
Savings Bank, Chicago, and William J. 
Buehler, assistant comptroller, Williams- 
burgh Savings Bank, Brooklyn, New York. 
+ * + 


Thrift Advertising Keyed 
to the Masses 


Designed to attract mass readership by 
the lower income groups especially is some 
new thrift advertising by the Troy Savings 
Bank, Troy, New York. 

The ads feature a cartoon and editorial 
approach long used effectively by popular- 
circulation newspapers. They are built 
around the theme, “This May Be Your 
Cross-Roads Year,” with the thought that 
individuals can either fork off on the road 
of easy spending that leads to future in- 
security, or continue on the highway of 
thrift which was followed during the war 
years and which leads to future financial 
independence. 

The Troy Savings Bank is offering preofs 
of the ads to financial institutions, indus- 
trial companies and public organizations 
interested in sponsoring a similar cam- 
paign. If quarter-page mats are desired, 
a handling charge of $10 will be made to 
cover production and shipping of mats for 
the first three ads in the series. The ads 
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can be run over any signature since there 
is no reference to the Troy bank in the text 
or illustration. Savings accounts, Govern- 
ment savings bonds and life insurance are 
impartially recommended as mediums for 
saving. 

The ads, prepared by Doremus & Co., 
New York, are popular translations of 
economic essays on savings by Joseph 
Stagg Lawrence, economist and vice- 
president, Empire Trust Company, New 
York. Quarterly bulletins containing Mr. 
Lawrence’s essays and reproductions of 
advertisements in the series are being 
made available to banks upon request. 


+ 7 7 


Customer Opinion Poll 


In an attempt to look at itself through 
the eyes of its customers, the City National 
Bank in Kansas City, Missouri, recently 
dispatched a questionnaire to those using 
its services, asking for criticisms and sug- 
gestions. The bank feels that the results 
were worthwhile, and plans to repeat 
similar opinion polls every few years. 
Many of the replies had wide applications 
to banks in general. 

To the question as to where banks fall 
down in their relations to the public, the 
most frequently voiced criticism was 


“*coldness to the small depositor.”” Another 


was, “hours don’t fit working man’s 
schedule.” A suggestion broadly applica- 
ble to many institutions was: ““When a 
note of your bank is due, you send out a 
very curt notice even though it is a note 
you would like to have renewed very 


much. There is nothing in the notice to 
cause a customer to feel that his business is 
appreciated and consequently would like 
to continue to borrow from the bank. 
You miss an opportunity in this particular 
to create a friendly feeling for the bank.” 

Inasmuch as the City National is build- 
ing new quarters, the questionnaire asked, 
“What equipment or facilities can we 
install to make your banking easier and 
more pleasant?” In order of mention, the 
replies were: Convenient parking space, 
more tellers’ windows or special windows 
for payroll accounts, longer banking hours, 
free phones in lobby, rest rooms and ladies’ 
lounge, night depository, bank-by-mail, 
drive-in windows, “less red tape,” and 
advice on investments. Other suggestions 
included: Index on windows to tell at a 
glance what service each teller renders, 
good pens, more privacy for loan conversa- 
tions, and facilitating the cashing of a 
single check. 

° ° ¢ 


New Bank Credit Form 


One of the helpful activities of Robert 
Morris Associates, national organization of 
bank credit men, is the development of 
improved forms to facilitate the work in 
this field. Asa matter of practical arrange- 
ment, the forms committee is made up 
entirely of members of the Chicago Chap- 
ter, and they have achieved some note- 
worthy results. 

Latest example is the development of a 
simplified, workable budget or projection 
form to assist in obtaining an accurate 


Part of a timely ad series designed for maximum readership. Proofs are available upon request 





NO. 1 IW A SERIES OF FACTS ABOUT SAVINGS THAT EVERYONE SHOULD UNDERSTAND 











AND A MILLION AMERICANS LIKE YOU . 


Because you ve all reached a crossroads one of those 


“THIS MAY, BE YOUR CROSS-ROADS YEAR”, 
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comfortable, independent 

life or death, when an emer 
That question of personal policy is the 

decision you have to make, because you'll have to choose 


PLAN F 





het age that may even mean 
KeNcy arises 


“PLENTY OF TIME 10. 
or SECURITY LAS 


That man and het represent on idea 
everyone should consider carefully 
today. For many otherwise intelligent 
people have the unfortunate habit of 
“tathing through their hate” . . . par- 


NO. 4 IN A SERIES OF FACTS ABOUT SAVINGS That EVERYONE SHOULD UNDERSTAND 









Take your own case: you've saved regularly during the war 
. « through bonds, life insurance and savings accounts. 
You've done a swell job of backing up our country through 
thrift. But, frankly, hasn't it been comparatively easy . . . easy 








points of decision that rarely happen more than half a 
dozen times in a lifetime . .. it's as serious as that! 

Because it is serious, there are quite a 
few things you'll want to know . things a lot of suc 
cesdul and even learned men don't fully understand 

And that's the part that your savings 
through life insurance, war bunds or savings accounts 
play in your life, in the life of your home town, in the 
progress of your country 


You see, too many people think of savings only as dollars 
and cents. But it’s more than that. It's bigger . . . so 
much bigger . . . that savings often mean the difference 
between Security or Inseqprity...for today... tomorrow 
. +. and all the years to come 

Savings are really a matter of policy—of 
personal policy ... that may affect your job, your progress 
in life. your standing in the community that may 
mean a happy home, an education for your children, a 


soon whether you're going to continue to keep your feet on 

the ground, as you did through the war, to keep on saving 
keep on building solidly for your future 

Or ! 


So, in a series of advertisements, we're going to give you 
a few of the down-to-earth reasons why the nght decision 
is so important o you today. We're not gomg to 
preach for no one has the right to preach to people 
who have just been one of the major factors in winning 
the greatest war in history 


For your own sake, won't you follow the 
series wherever it may appear? And think about the A-B-C 
facta it will bring you while there's still time to think. 
Because this may be your cross-roads year 


Published wn gour interest by 
THE TROY SAVINGS BANK 
State and Sevond Streets, Tray New York 








tieulerly when it's « question of 
saving money. 
You've heard them say it dorens of times : “I just don’t seem 


to have the ability to save”. . . and that from men with good 
jobs, successful businessmen and prosperous farmers. 


No ability to save! What « sad confession of weakness .. . 
from = people whose standard of living is the highest in the 
world . . . whose poorest citizens enjoy greater real incomes 
than do the prosperous families of many other countries. 


No ability to save! That's merely the flimsy excuse of men 
who are afraid to face the facts. For it's not a question of 
“ability” at all but rather of purpose . . . resolution . . . 
or perhaps a better understanding of the broader and more 
important reasons why everyone—men, women and children — 
not onty chould but must save 


Thrift is ne empty day-dream of the future, no vague 
abstraction. It's « cold, hard necessity of life itvelf .. . that 
always means... (end note thet word “always” . . . the 
difference between Security and Insecurity for everyone of 
us—rech and poor like. é 


because you couldn’t buy all the things you wanted? - 


But now your real test is coming. For this is a Cross-Roads 
year . .. a year in which there will be plenty to buy in which 
all of us will be tempted to invest our hard-earned dollars in 
every conceivable gadget . to squander our resources for 
the temporary pleasures of owning something we may not 
teally need! That's one side of the picture a 






But this is also the year in which we 
may gain ceal security if we continue 
sensibly to save if we limit our 
buying to necessities, so that we can 
keep on building solidly for the future. “AY 9t 
caoke bead’ 
You ...and J... and all of us have OURS 
reached that Cross-Roads now. + 


Se it's time to stop talking through our hets .. . to admit 
we have the ability to save... and then prove it—teday and 
every day—by heeping our feet on the ground . . . and our 
hats on our heads .. . because that’s the place hats belong! 


Published in your interest by 
THE TROY SAVINGS BANK 
‘State and Second Streets. Troy, New York 

Member Federal Deyn Ineernene Corporation 
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{ THE BANKS AT WORK... No. 1 of « Series 
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AST year the 15,000 commerci 1 
made approximately 39 million se 













ness and individuals. Loans reached a ten ar high of 
$31-billion on December 31, 1945, an increase of 43% Xe 
over 1938. ~: : 


Reprint Of @ series 
of advertisements 
appearing in Time 





With aggregate capital fands of $9-billion, deposits of 
$151-billion, and 300,000 experienced officers and person- | 
nel, the banks are providing a “complete line” of services, 










t specifically adapted to present day needs. Co-operation Magazine Busi 
; through correspondent banking relationships and 48 regional : 4 " 
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ness Week, News. 
week, Atlantic 
Monthly, Harper’s, 
Wall Street Jour- 
nal, Barron’s, 


w 


credit groups is further assurance of adequate bank credit 
for every constructive business purpose. 


Private enterprise in banking is working hand-in-hand 
with private enterprise in industry to increase production 
and to make more jobs... talk your plaus over with your 
banker and let him help you attain your objectives. 
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New credit form assists in obtaining accurate appraisal of firm’s future 


appraisal of the future. It is of value to 
the loan officer and to the customer, as 
well as to the bank credit man. Describing 
the form in the May, 1946, issue of the 
Associates’ Bulletin, Charles E. Kelly, 
City National Bank and Trust Company, 
Chicago, points out: 

“The projection will be particularly help- 
ful in these days of expanding production, 
of loans to the smaller and newer ventures, 
of credit based more on reasonable expecta- 


tions rather than entirely on the balance 
sheet, of commitment agreements for both 
capital and term money. 

“The use of the projection is not limited 
to any type or size of business. It has 
almost universal use and can be particu- 
larly helpful with credits to the medium 
and small business.” 

Mr. Kelly enumerates the following 
advantages of the projection form: 

“1. It is as simple as completeness will 
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allow. It is a one sheet exhibit, designed to 
reflect figures in hundreds or thousands of 
dollars. 

“2. It presents information in an ortho- 
dox manner with which the banker and 
customer are familiar. 

“3. It may easily be prepared with 
accuracy by anyone with a moderate 
knowledge of accounting or bookkeeping. 

“4. It serves a dual purpose: As a cus- 
tomer form for both work sheet purposes 
and presentation to the bank, and as a 
spread sheet in the bank’s credit file.” 

Specimen form. An accompanying 
example shows one of the forms filled out 
with specimen data. The first column con- 
tains the actual figures of the date im- 
mediately preceding the period projected, 
while the remaining columns accommodate 
projection figures. 

Horizontally, there are set out the three 
schedules of the projection in the order of 
flow of funds, i. e., the profit and loss 
projection, the cash projection, and the 
projected balance sheet. 

There is an indicated fold line on form, 
for the purpose of bringing to the statement 
side of the sheet a series of suggestions 
printed on the reverse side. It is intended 
that the customer review this section in 
detail, completing the questions indicated 
and following step by step the suggestions 
when preparing the projection. Bankers 
can be helpful in going over this section in 
advance with the customer. 

The exhibit reproduced on this page 
illustrates the use of the form in connection 
with a medium-sized established business, 
with a specific program projected—a plant 
expansion financed by a term loan. The 
figures, altered somewhat, reflect an actual 
presentation made to one of the Chicago 
banks, preliminary to a commitment now 
in effect. The manager of the credit divi- 
sion of the bank testifies that the form 
also is excellent in the development of G. I. 
business loans. 

The projection form, like all others 
designed by the forms committee of the 
Associates, may be purchased in any 
quantity from Cadwallader and Johnson, 
printing concern located at 223 W. Erie 
Street, Chicago, Illinois. It is designed for 
both top and side binder files and may be 
ordered with or without the bank name 
imprinted. The form is No. C117. 
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F. A. A. Convention Plans 


For the first time in its history, the 
Financial Advertisers Association will meet 
on the Pacific Coast and hold this year’s 
convention in San Francisco October 7-10. 

Convention plans are rapidly being com- 
pleted following the recent visit to that 
city of Dale Brown, president, and Preston 
E. Reed, executive vice-president of the 
organization. Mr. Brown, who is assistant 
vice-president of the National City Bank 
of Cleveland, and Mr. Reed, from the 
F. A. A. headquarters in Chicago, dis- 
cussed convention plans with the San 
Francisco convention committee chairmen 
at the Fairmont Hotel on Nob Hill, which 
will be convention headquarters. Other 
leading hotels in which room reservations 
for the convention dates have been ar- 
ranged are the Mark Hopkins, the St. 
Francis and the Sir Francis Drake. 

A “brass tack” program of outstanding 
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San Francisco committee laying plans for convention October 7-10 


Preparing to swing ‘Golden Gate’’ wide open for F.A.A. members 


speakers, including some of the nation’s 
foremost financial advertising authorities, 
is being worked out by Rod Maclean, pro- 
gram chairman, and advertising manager 
of the California Bank in Los Angeles. 
Extensive advertising exhibits, showing 
successful business-building campaigns used 
by the banks in America’s fastest-growing 
region, will be on display. A visit to San 
Francisco’s Chinatown to observe Oriental 
banking methods, a_ sight-seeing trip 
around the Bay to see the Golden Gate 
and the great bridges, and other entertain- 
ment features will enliven convention 
proceedings. 

San Francisco committee chairmen and 
their convention responsibilities are as 
follows: 

General chairman, Lester B. Johnson, 
advertising manager, American Trust Com- 
pany; finance, Richard D. Brigham, vice- 
president, Anglo California National Bank; 
entertainment, Lou E. Townsend, vice- 
president, Bank of America, N. T. & S. A.; 
publicity and promotion, George E. Daw- 
son, advertising manager, Wells Fargo 
Bank & Union Trust Company; exhibits, 
Marguerite E. Downing, director advertis- 
ing and publicity, San Francisco Bank; 
hotels, Monroe A. Bloom, advertising man- 
ager, Anglo California National Bank; 
reception, G. W. Hall, vice-president, 
Crocker First National Bank; transporta- 
tion, L. O’Grady, manager, Hibernia Sav- 
ings and Loan Society; registration, Oscar 
R. Mennenga, executive manager, Cali- 
fornia Bankers Association. 


4 ° ° 


As a Close Observer 
Views Banking 


In his capacity as vice-president of the 
Lawrence Warehouse Company, Robert L. 
Gordon has had an opportunity to visit 
several hundred of the nation’s banks, and 
to observe the composite thinking of bank 
officers. His reactions, as set forth in a 
recent talk before a Graduate School of 
Banking group in Connecticut, are worth 
noting. Incidentally, Mr. Gordon was 
formerly associated with the commodity 
lending activities of Bank of America for a 
number of years. 

He points out that due to income from 


other sources, the necessity for an aggres- 
sive loan program on the part of banks has 
been eliminated. He contrasts that with 
the plight of the finance companies, whose 
automobile and other finance business 
practically disappeared during the war, 
making it essential that they seek other 
outlets. Consequently, says Mr. Gordon, 
“in five years the volume of business re- 
ferred to my own firm by banks has de- 
creased substantially in proportion to the 
volume of business referred to us by com- 
mercial finance companies, the latter hav- 
ing increased fourfold during the period.” 


7 


He finds that bankers as a whole feel 
that they would much prefer to have a 
client come to them to ask for a loan 
accommodation rather than go to the client 
to propose a loan, for the reason that, 
being on the receiving end, they find them- 
selves in a much more advantageous trad- 
ing position. 

In contrast, Mr. Gordon cites the idea of 
a bank being a department store of finance. 
His view is that credit is a commodity and 
it must be merchandised if it is to be sold. 
“‘Why,” he asks, “‘should bankers sit back 
and wait for people to come to them if they 
genuinely want to merchandise the com- 
modities they have for sale? Is there any- 
thing inherently wrong in soliciting busi- 
ness? In my own firm, our generation-old 
slogan is ‘You’ve got to make calls if you 
want to get results.” Any firm has to 
maintain its contacts if it is to retain and 
develop its business. Banking is no excep- 
tion to this rule.” 


* ¢ « 


Worcester Plan for Solving 
the Housing Problem 


The efforts of Worcester, Massachusetts, 
to find a solution for its veterans’ housing 
problem are arousing the interest of many 
communities throughout the nation because 
of the practical approach used and the 
results produced. Worcester’s plan of 
action originated in a proposal submitted 
last November to the Mayor and to the 
Chamber of Commerce by Raymond P. 
Harold, president of the Worcester Federal 
Savings and Loan Association and presi- 
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The capsule crime story we have for 
you today might be called ‘‘Know Your 
Depositor.”’ It illustrates, we believe, 
one of the latest refinements in the art 
of forgery—and a dangerously ingenious 
one. T'wo bright lads were picked up the 
other day for practicing the scheme,which 
was netting them about $1000 a week. 


* * * 





+ + + 


Here’s how it goes: A member of the gang 
enters a bank and makes a deposit to the 
account of one of the neighborhood taverns. 
There are several checks, plus a cash 

deposit of from $75 to $100. 





At the same time he presents for cash- 
ing a check of $500 or more, signed by 
the tavern owner and drawn on his 
account. If the teller shows any hesita- 
tion, the messenger suggests that he tele- 
phone the tavern and verify the check. 


* * 7 


If the call is made, the voice of the 
“tavern keeper” assures the teller that every- 
thing is okay and commends his caution. 


* * * 


Several days later the checks deposited 
by the messenger are returned. No such 
accounts. These are duly forwarded to 
the tavernkeeper. That puzzled gentle- 
man insists he is seeing the checks for the 
first time and knows nothing about the 
deposit, or the messenger who made it. 


* * * 


The $500 check which was signed with 
his name, and which the messenger had 
cashed, was a well-executed forgery. 


* * * 


The telephone call? Phones in most 
taverns are in public booths. While one 
member of the gang is at the bank, the 
other is in the tavern near the booth. 


If the phone rings, he explains that he is 
expecting a call and shuts himself into the 
booth. If the bank is on the wire, he assures 
the teller that everything is all right. 


* * * 





Not much risk. Few tellers can identify 
a depositor’s voice over the telephone. 
So simple a plan is sure to appeal to 
imaginative penmen. If you service any 
tavern accounts, it might be well to ar- 
range a telephone password with the 
proprietor. 





Against such rackets, eternal vigilance is 
the price of safety. But you can provide gen- 
eral protection for your customer’s checks 
by producing them on Hammermill Safety. 
To see the improved color range of this fine 
check paper, send a note on your bank 
letterhead for samples. Address Hammermill 
Paper Co., 1503 East Lake Road, Erie, Pa. 
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Housing information center for veterans, Worcester, Massachusetts 


dent of the National Savings and Loan 
League. His proposal outlined an eight- 
point program of housing Worcester’s 
veterans, which included a home registra- 
tion and referral service, conversion of 
existing homes, temporary housing, new 
construction of rental units, review of 
building and zoning laws, and a city-wide 
survey of housing needs. 

In January, the Mayor appointed 27 
prominent citizens as a Veterans’ Housing 
Committee, which named Mr. Harold 
chairman. Mr. Harold was also appointed 
chairman of Worcester Housing Authority, 
required by statute in order to secure 
temporary rental housing from the Federal 
Government. 

Temporary units. One of the first steps 
taken was to apply to the Federal Public 
Housing Authority for 300 temporary re- 
use housing units under Title V of the 
Lanham Act, and to secure approved sites 
for this housing. Because of the acute 
housing shortage in Worcester, a tempo- 
rary expediter was appointed from the 
regional Boston office of NHA to assist in 
activities of the committee. A miniature 
house formerly used for bond sales was 
drafted back into service in front of City 
Hall, and staffed with veterans on salaries 
drawn from the temporary expediter’s 
appropriations. It serves as the housing 
information center for veterans. An office 
in City Hall was taken over and staffed 
with other veterans to handle all phases of 
the committee’s project. 

To launch the veterans’ housing cam- 
paign, a large-scale publicity program was 
organized. It included news stories, win- 
dow display posters, bus cards, radio pro- 
grams and spot announcements, movie 
trailers, and direct mail. Twenty-one 
thousand property owners received letters 
with return cards asking for registration of 
available housing and for conversion wher- 
ever possible. Fifty thousand leaflets 
were mailed out in the local electric light 
company’s bills. Veteran’s organizations, 
civic groups, clergymen and industrialists 
were contacted. Home builders and con- 
tractors were asked to register their availa- 
bility for work on conversions. Local 
banks sponsored full-page newspaper ads 
built around the campaign theme, ‘“‘Share 
Your House.” 

Progress made. Results of Worcester’s 
efforts to house veterans’ families can 


readily be seen. At the present time, the 
300 temporary units are being created. 
with every expectation that they will be 
ready for occupancy in August. A request 
for 300 additional units has been made with 
reasonable hope of securing at least a good 
share of them. The veterans’ information 
and referral center has received approxi- 
mately 2,000 requests for housing. Listings 
of dwelling units available totaled 62 in 
the first month, and conversions are ex- 
pected to yield between 250 and 300 units 
before Fall. In recent months, the activity 
of private builders has supplied about 300 
dwelling accommodations in Worcester, 
and an estimated hundred homes are now 
under construction in the area. 


° ¢ ° 


Unique Thrift Campaign 


As a means of attracting savings de- 
posits, the idea that now is the time to 


Touching off savings drive 





THE UNION, BANK 


ALFRED J HARTLOe 


May 11, 1946 
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Entrance to the home of 
The United States National Bank 
of Denver 





In the cattle country... 











another leading bank uses Hammermill Safety 
Throughout the Rocky Mountain area the 


o less than eight different western states! 
United States National Bank of Denver is 


We are gratified that this important finan- 
recognized as the rancher’s bank. Through cial establishment uses Hammermill Safety for 
its efficiently organized and extremely active its checks. The check pictured below is on 
Livestock Loan Department, the bank finances Straightline Hammermill Safety with the bank's 
feeders and growers of cattle and sheep in emblem as part of the surface design 
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“Make Hay While the Sun Shines” has 
been effectively dramatized by The Union 
Bank, Erie, Pennsylvania. 

An accompanying illustration (page 8) 
reproduces a letter which was addressed to 
a group of loan customers not maintaining 
savings accounts at the bank. Some 300 
additional copies of the letter were sent to 
other friends and customers. 

The lobby and bank entrance were 
appropriately decorated to carry out the 
“‘Make Hay” idea. The props consisted of 
bales of hay, pitchforks, and display cards. 
The officers and employees. on the first 
floor wore straw hats and bandanna hand- 
kerchiefs. There was even a mechanized 
cow in the window, chewing her cud and 
switching her tail. Keeping her company 
were a couple of black cats on which were 
written “Feed the kitty every day. 10¢a 
day will make $36.50 a year.” 

Hay rack party. On the opening day of 
the publicity campaign the bank arranged 
a hay rack party, as illustrated in the 
accompanying newspaper advertisement. 
The distinguished participants included 
presidents of the various civic organiza- 
tions, and Alfred J. Hartleb, vice-president 
and cashier of the bank. The local radio 
station in a recording described the hay 
rack and the bank decorations. Spot 






































each day during the four-day campaign. 


borrowed from the 


ary 1 on the balance at that time. 


thrift accounts will be opened. 
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Consumer Credit Graphs 


commercials were broadcast three times 


Following up the program, the bank 
utilized an automatic savings card idea 
Peoples-Pittsburgh 
Trust Company, Pittsburgh. To stimulate 
the interest of its own staff, it is paying the 
employees 50 cents per $100 for all new 
accounts for which they are responsible, 
the amount to be paid to them next Janu- 
Mr. 
Hartleb reports that the employees have 
become enthusiastic over this plan, and he 
expects that an accelerated number of 


An accompanying illustration reproduces 
a series of copyrighted graphs contained in 





“Make Hay while the Sun Shines” was thrift campaign theme 


a quarterly review of consumer credit, 
compiled by The Credit Life Insurance 
Company,. Springfield, Ohio, and distrib- 
uted to a large list of financial institutions 
through the country. 

The figures shown are based on reports 
of the Federal Reserve System, but John F. 
Hollenbeck, president .of the Credit Life 
Company, points out: “To our knowledge 
this is the first time these figures have been 
presented in graphic form to give not only 
the over-all picture of consumer credit, 
but also to show the fluctuation of the 
individual elements as they relate one to 
the other, giving a quick comparison of the 
progress of any individual group.” 

Thus Chart 1 shows the total of con- 
sumer credit broken down by several major 
components. The gap between Total 
Consumer Credit and Total Installment 
Credit represents the outstandings in 
charge accounts and single-payment loans. 

Chart 2 is a breakdown of Total Install- 
ment Sales Credit, showing the outstand- 
ings representing the installment purchase 


of automobiles compared with the install- 
ment purchase of other goods. 

Chart 3 is a breakdown of Installment 
Loans, comparing the outstandings of the 
different types of lending institutions. 

Chart 4 shows the sales finance volume 
for various classifications, in terms of per- 
centage figures which compare the out- 
standing dollar volume with that of 1939, 
representing 100 per cent. 

“We do not look on these charts as a 
source for predicting future trends at this 
time,’’” Mr. Hollenbeck explains. ‘“‘Rather 
we believe they will be helpful to financial 
institutions in comparing their own prog- 
ress and in determining where emphasis 
should be placed in current business pro- 
motion. Perhaps at some future date 
when the many outside influences are less 


pronounced, the charts will lend them- 
selves nicely to forecasting probable 
trends.” 


It is the Credit Life Insurance Com- 


pany’s plan to keep the graphs up to date 
quarterly. 


These consumer credit breakdowns will be issued quarterly 
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Experience With Centralized 
G. I. Office 


The banks of Rochester, New York, 
have somewhat of a record for co-operating 
closely with each other. 

In this current issue, starting on page 18, 
there is an article on their joint rental 
housing project in behalf of the com- 
munity’s returned veterans. A year and a 
half ago, in February, 1945, The Burroughs 
Clearing House carried an article describing 
the Veterans’ Financial Service office jointly 
established by the Rochester banks for 
centralized processing of G. I. loans and 
dissemination of helpful information to 
veterans. } 

A check of the activity of this central 
office since January 8, 1945, discloses that 
a total.of 977 G. I. loans have been made 
by the Rochester banks after being proc- 
essed by the Veterans’ Financial Service, 
for a total of $5,344,095. 

A breakdown shows that 4,607 veterans 
visited the processing center. Of these, 
3,004 were interested in home loans, 173 in 
farm loans, and 1,430 in business loans. 

There were a total of 1,785 applications 
for home loan, of which 1,402 were referred 
to the banks. The banks have closed 894 
G. I. home loans, canceled 225, and 423 
are pending. 

The applications for business loans 
totaled 243, of which 161 were referred to 
the banks. The records show that the 
banks have made 80 G. I. business loans, 
51 applications have been canceled, and 
44 are pending. 

Only 28 applications for farm loans have 
been received, and 13 referred to the banks. 
Only 3 loans in this category have been 
closed, 12 canceled, and 6 are pending. 

From the start the operation of the 
Veterans’ Financial Service has been under 
the direction of Henry H. Stebbins, Jr., a 
former bank officer in Rochester. 


* . 4 


‘*The Age of Austerity 
Has Given Way’”’ 


“Once upon a time a bank was a strange, 
austere institution where people dealt with 
cold, monetary figures and very serious- 
looking tellers. Today the situation has 
changed considerably, in metropolitan 
New York City. The age of austerity has 
given way to the warmth and charm of 
music and art.” 

So writes one observing reporter of the 
Manhattan scene, who notes in connection 
with the metamorphosis that 26 banks in 
Greater New York are piping music into 
their lobbies, mezzanines and work rooms. 
He quotes an executive of the East River 
Savings Bank to the effect that the deposi- 
tors are heartily in favor of the develop- 
ment, although a few of the officers claim 
that the music distracts them occasionally. 
This bank is said to have taken a poll of 438 
patrons and found that 401 were unequiv- 
ocal in their approval of the idea. 

Painting and sculpture are also invading 
the halls of finance, it is noted. Recently 
the Village Art Center in New York City 
conducted contests and selected the prize 
winning masterpieces for exhibition in 
some prominent gallery. The Art Center 
directors searched in vain for a place to 
hang paintings and display the winning 
pieces of sculpture. Finally Theodore 





Theban, Jr., assistant vice-president of the 
Bankers Federal Savings and Loan Associ- 
ation, suggested that his institution would 
be glad to double as an exhibition gallery. 
To date the association, which is located 
in the heart of famous Greenwich Village, 
has displayed the canvasses of a half- 
dozen prize winners and they attracted 
such attention that the institution decided 
to stay open Friday evenings to accommo- 
date the large crowds. The Village branch 
of Manufacturers Trust Company has also 
offered display space to the pieces of art 
awarded prizes. They provide a highly 
decorative note, and represent effective 
good will advertising. 

Banks are always looking for modern 
merchandising aids. It would seem, from 
the experience of these New York institu- 
tions, that music and art can have a very 


. definite and gracious place in the picture. 


° e 


Banking Tribute to 
Automotive Industry 


An exceedingly well-conceived and exe- 
cuted stroke was the tie-in with the Auto- 
motive Industry’s Golden Jubilee which 
the National Bank of Detroit achieved for 
itself, and for the nation’s banking system. 

Charles T. Fisher, president of the 
Detroit institution, invited the presidents 
of the state banking associations to join 
with his bank in a nationwide tribute to 
the automotive industry. In response 
came messages of acclaim from banking 
leaders in 45 states and the District of 
Columbia, citing the importance of the 
automobile to the economic life of the 
respective areas. A similar tribute was 
received from Frank C. Rathje, A. B. A. 
president. 

Excerpts from these messages were em- 
bodied in a full page newspaper advertise- 
ment sponsored by the National Bank of 
Detroit. This received high commendation 
from the industry and the press, and a 


1 


warm letter of appreciation from George W. 
Mason, president of the Automobile Manu- 
facturers Association. 

The National Bank of Detroit will in- 
clude the messages in full in a brochure 
which will be distributed nationally and 
internationally, completing an outstanding 
good will project. 
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BE SURE , Does It Contain Cotton Fibre ? 
IT SAYS] 9 


How Much Cotton Fibre? 
25%-50%-75%- 100% 








@ Yes, you'll have one of the finest letter- 
head papers available if the watermark 
answers these three questions. Dictation, 
English, Old Badger and Anniversary Bonds 
are cotton fibre papers made by Fox River. 


@ The finest papers are made from cotton 
fibres ... the more cotton fibre, the finer the 
paper. They're made by craftsmen, like the 
men at Fox River, who have been making 
fine cotton fibre papers since 1883. 


@ Ask your printer, lithographer or engraver 
about Fox River papers. He'll be glad to 
recommend the paper with the correct cotton 
fibre content for each business need. 


BOND, LEDGER AND ONION SKIN PAPERS 








FOX RIVER PAPER CORPORATION 


413-G S. Appleton St., Appleton, Wisconsin 
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Proposal for Breaking 
Log Jam in Housing 


A proposal aimed at putting private 
capital to work on construction of badly- 
needed rental housing has been advanced 
by Thurman Lee, president, Dry Dock 
Savings Institution, New York City. 

Starting from the premise that construc- 
tion costs are up from 40 to 50 per cent 
over pre-war levels and that at present it 
is not possible to build the type of rental 
housing the majority of people require, 
Mr. Lee proposes an easement of costs 
through extension of tax free amortization 
rates beyond the 2% per cent under 
Treasury Department regulations today. 
Specifically he calls for an additional 
5 per cent of the cost of the construction 
to be allowed as tax free amortization for 
the first five years after construction, 
provided it is used for the reduction of the 
first mortgage or other indebtedness. 

Outlining the plan in Tomorrow’s Town, 
publication of the National Committee on 
Housing, Mr. Lee explains that within five 
years 37% per cent of the excess cost would 
be written down and an investor could 
own this type of housing with some degree 
of confidence that he would not be wiped 
out with lower building costs, and par- 
ticularly the lower rents, that inevitably 
will accompany a surplus of rental space. 
Thus he sees the problem as primarily one 
of insuring investors against the possibility 
of loss through present high costs. The 
same principle, he points out, was used for 
the amortization of war plants, and should 
be adopted to break the log jam in the 
critical housing situation. 


° ° ° 


‘Western Style’’ Bank 
Opening 


When the Valley National Bank estab- 
lished a branch office at Wickenburg, 
Arizona, known as the “Dude Ranch 
Capital of the World,” it followed the 
community’s plan to restore the town’s 
old-time western atmosphere. The bank’s 
architecture was seemingly lifted intact 
from a roaring mining camp of the early 
days. 

Western as a cow pony is its peeled-post 
hitching rail, galvanized iron canopy, 
weathered signboard lettered in gay nine- 


Awaiting future skyscraper home, 











President Walter Bimson presiding 


ties style, peeled slab counters, and ox- 
bow lighting fixtures. 

To honor the first bank in the community 
in over a decade, opening day was pro- 
claimed a civic holiday. The day-long 
celebration was unparalleled in the experi- 
ence of Valley Bank officials and visiting 
bankers who were present. Heading Valley 
Bank’s delegation was Walter R. Bimson, 
president, in true western regalia. Among 
other events there was a burro race by 
local business men, a whisker judging con- 
test, a stagecoach delivery of “‘gold dust,” 
a free barbecue dinner for 2,500 guests, and 
a colorful community square dance. 

. - * 


Bank Parks in Garage 


Like many individuals these days, the 
City National Bank of Houston is cur- 
rently affected by an acute housing short- 
age and is temporarily occupying a garage. 

The bank’s former quarters has been 
demolished to make room for a 24-story 
building, in a notable expansion program. 

Previously the bank had erected a 
modernistic garage building, directly across 
the street, to care for the parking needs of 
patrons and tenants. For the time being, 
however, the City National is using the 
garage for its quarters while the steel 
framework of the new structure is climbing 
skyward, as pictured below. 


Houston bank occupies garage 




















THE BURROUGHS CLEARING HOUSE—July, 1946 


COOPERATION IN THE GROWTH OF AMERICA 


Since its founding in 1803, The Philadelphia 


National Bank has seen the Nation grow to 


economic supremacy ... expanding westward 


across rivers, mountains and wide plains. 


As new industrial centers developed behind 


the tide of the steadily advancing frontier, the 


smaller, newly established banks naturally 


looked to the East for assistance in financing 


the loans which helped build the factories and 


productive farms of the strong America we 


know today. 








The Philadelphia National is proud to have 
played a leading role in this development— 
for not a few of these banks turned to it for 


experienced and dependable cooperation. 


Today, the total number of Philadelphia 
National’s correspondent banks exceeds a 
thousand— many of these relationships dating 
back to pioneer days. This same quality 
cooperation is available to you. We shall be 
pleased to discuss with you in detail the 


benefits of forming such a relationship. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 


PHILADELPHIA 1, PA. 


MEMBER FEDERAL 


DEPOSIT 


INSURANCE CORPORATION 
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In writing to advertisers please mention The Burroughs Clearing House 
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Dear Mr. Fisher: 


ation and the presidents of the state bankers associations in saluting, the Automotive 
Industry on its Golden Jubilee. 


of industry 4” agriculture, of city and country;—™ fact, our whole closely integrate 
economy, testimony of the state bankers groups concerning the amazing} widesprea 
prosperity created and maintained by the automotive industry 1s multiplied many times 
in every city covered by our membership- 


paid. None has been more richly deserved. 


7 





Mr. Charles T- Fisher, Jr- 
President 

National Bank of Detroit 
Detroit 32, Michigan 


Dear Mr. Fisher: 


As president of the American Bankers Association, may [ join with the presidents of the state 
bankers associations in paying tribute to an industry which has wo? and maintained 4 position of 
leadership in both peace and war, and never more dramatically than when it was most vitally needed. 


The membership of the American Bankers Association numbers in excess of 14,700 banks, serving 


practically every community in the country- 


At no time in our history have: bankers been more alert, more thoroughly informed, more 
earnestly pledged to contribute their experience and to utilize their resources for the penefits of the 
communities they represent and the country as a whole. Their tribute to the Automobile Industry 0” 
its Golden Jubilee is 4 significant testimonial to the record of this industry 19 large and gmall business 
areas throughout the length and breadth of the land. 


That the Automobile Industry has earned such a nationwide tribute 1s, 1 believe, the greatest 
confirmation of its magnificent stature. 


Sincerely yours 


Frank C. Rathje, President 
American Bankers Association 





Mr. Charles T- Fisher, Jr- 


President 
National Bank of Detroit 
Detroit 32, Michigan 














The Association of Reserve City Bankers joins with the American Bankers Associ- 














In these days of constantly increasing interdependence of banking, and commerce, 


























1 doubt whether @ greater nationwide tribute, based solely on facts, has ever been 
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President Swezey, right, discussing a business development activity with Alpha B. Gray, vice-president 


Mr. Swezey has strong convictions on the need for merchandising credit and broadening bank services 


A_PUBLIC RELATIONS APPROACH 





New BusINngEss 


“Serving a constantly increasing number of people 
.... is the best form of public relations we know” 


HIS article really had its begin- 
ning in the fall of 1943. At that 


time I made some statements on 
public relations in an address delivered 
before a series of regional meetings of 
the Indiana Bankers Association. The 
statements represented my _ strong, 
personal convictions as well as the 
approach to the matter of public rela- 
tions that we have tried to follow in 
our own bank. 

I stated then, and believe even more 
firmly today, that we in the bank field 
have a big public relations job ahead of 
us. It is a selling job, a job of selling our 


By 
BURR S. SWEZEY 


President, Lafayette National Bank, Lafayette, 
Indiana, and past president, Indiana 
Bankers Association 


services to our communities. We must 
educate our employees; we must make 
each one of them salesmen for our 
banks. We must do our part in serv- 
ing our communities and making them 
better communities in which to live. 
We must prove, beyond the shadow of 


a doubt, that the place to obtain credit 
is from the banks of America. We 
must learn to merchandise credit as 
other products have been merchan- 
dised. 

Some of our banking and business 
friends feel that we have made some 
progress along these public relations 
lines in our own bank and have urged 
that we publish our ideas. We are 
glad to do that, though we do not want 
to create the impression that we have 
discovered anything new or spectacu- 
lar. We have simply tried to adapt 
methods that are already known to a 
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— 
The consumer credit department has separate quarters, longer hours The bank opened in 1934 with deposits of $587,000, compar 
An enlightened employee relations policy, broad customer services, improved operations, daily report. 


bank of our size. We have tried to do 
that in the light of changing condi- 
tions and in self-interest. 


Y way of background, our bank 

opened for business in the location 
of a former bank on June 1, 1934. Our 
opening deposits were $587,000. A 
year later, on June 1, 1935, they were 
$2,500,000. Five years later, on June 
1, 1940, they were $5,800,000. On 
June 1, 1945, they stood at $14,500,000 
and as this article is written, early in 


May this year, they are $17,700,000. 

The City of Lafayette, in which we 
operate, is a prosperous, progressive 
farming and small manufacturing cen- 
ter of 35,000. It is located on the 
banks of Indiana’s well-known Wabash 
River, and consists of Lafayette and 
West Lafayette. The latter is the 
home of Purdue University. Among 
our industries is the Aluminum Com- 
pany of America’s largest extrusion 
mill. The surrounding farming coun- 
try consists of good grade land which 


is devoted to general farming and live 
stock raising. 

A recent study that we conducted 
of bank deposits in relation to popu- 
lation shows Lafayette standing higher 
than many other cities of comparable 
size. Our figures revealed deposits of 
$1,680 per capita. 

In the way of banking and financing 
institutions in Lafayette, we have four 
other banks, three savings and loan 
associations and ten small loan and 
finance companies. 


These daily reports are helpful not only from an operating standpoint, but also to point out business opportunities 
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reports, aggressive advertising . . 





compared with a present total of $17,700,000 


Our bank serves both city and farm 
customers. If we divide our business 
by the number of deposit accounts and 
loans, that is, by the number of city 
and farm customers, the result is 
about equal for each group. On a 
volume basis, the city business pre- 
dominates at the present time by a 
substantial margin. 

The things that we have done, and 
are doing, and that make up our public 
relations program, might be listed 
under the following headings: 1. Our 


From the start the bank has 
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It serves about an equal number of city and farm customers 


employee relations program. 2. Our 
service to customers. 3. The develop- 
ment of a daily statement of condition 
and a daily report of accounts closed, 
new accounts opened, etc. 4. New 
business development. 5. Bank adver- 
tising. 

We list employee relations first be- 
cause we believe that good employee 
relations is the basis of good public 
relations. The fact that our rate of 
turnover during the war was excep- 
tionally low and that all but two of 


. all are component phases of the bank’s new business program 


our starting employees are still with 
us is proof of the effectiveness of our 
policies. 

It is not a particularly new or 
startling statement to say that the 
first requirement of good employee 
relations is a satisfied personnel. From 
the time of our organization up to the 
present we have tried to develop that 
result by assuring our people of fair 
policies, by having a sincere interest 
in their welfare, and by paying ade- 

See NEW BUSINESS—Page 47 


used advertising consistently, and to a greater extent than is customary 
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cial and three savings banks of 

Rochester decided to take the 
initiative in doing something about the 
city’s acute housing shortage and the 
shelter plight of local veterans. 

Taking advantage of the liberalized 
provisions of the recently enacted Sec- 
tion 608 of the National Housing Act, 
the banks have launched a non-profit 
co-operative housing project to provide 
152 apartments for returned G. I.’s at 
a very moderate rental. Ground was 
broken in May, and completion of con- 
struction this Fall has been promised. 

The plan has worked so success- 
fully, and has elicited so much favor- 
able attention, that numerous banks 
throughout the country have asked for 
more details about the project than 
have hitherto been published. The 
Rochester bankers can see no reason 
why similar programs cannot be bank- 
sponsored in other communities with 
equally good results, and have been 
very pleased to supply the rather more 
complete information which follows. 

Several thoughts motivated the 
Rochester institutions in their launch- 
ing of the G. I. rental housing project. 
First, of course, was a desire to render 
a highly needed community service. 
In addition, there had been some agita- 
tion for public housing, and the banks 
felt that a subsidized program at the 
local level was much to be preferred. 
Furthermore, the banks were not en- 
tirely happy about the accelerated 
trend toward G. I. purchases of indi- 
vidual homes at inflated prices, with 
potential foreclosure repercussions in 
future years. 

Details of the program were worked 
out by a Clearing House committee 
consisting of the following bank presi- 
dents: Elmer B. Milliman, Central 
Trust Company, chairman, Raymond 
N. Ball, Lincoln Rochester Trust 
Company, Edwin A. Stebbins, Roches- 
ter Savings Bank, and John W. Jar- 
dine, Genessee Valley Trust Company. 
Other participating banks include The 
Community Savings Bank, Monroe 
County Savings Bank, Security Trust 
Company, and Union Trust Company 
of Rochester. 

The following plan was devised for 
transforming the rental project dream 


ak this year the five commer- 





ProvipiInc RENTAL 


House for G. L.'s 


By 


HARRY V. ODLE 


Associate Editor, THE BURROUGHS CLEARING HOUSE 


Details on the rental housing project for veterans 
being sponsored by the banks in Rochester, New York, 


and recommendations to other institutions which may 


want to consider similar plans in their communities 


into a reality. The banks organized 
Rochester Civic Rental Project, Inc., 
with capital consisting of 160 shares of 
common stock having a $100 par value. 
Each of the eight participating banks, 
with the special permission of the 
State Banking Board, purchased 20 
shares for $2,000, and this comprises 
their capital contribution to the pro- 
gram. 

In addition to having a representa- 
tive from each bank, the board of direc- 
tors of the corporation includes several 
prominent local citizens to give the 
project a community flavor. 


As its part in the subsidized program 
the city has sold the corporation a 
favorably located 10-acre tract of land 
at public auction for $1. It has agreed 
to install sidewalks, sewers, paved 
streets and parking areas for an esti- 
mated expenditure of $144,000. Fur- 
thermore, there will be a_ liberal 
concession on assessments, with the 
property to be valued at $350,000 
whereas the total expenditure will run 
close to $1,000,000. 

With the land and improvements 
serving as ample equity, arrangements 
have been made for the corporation to 


The project will have play areas, laundry centers, many other features 
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There will be a total of 152 modern four-room apartments to rent for not more than $50 a month 


obtain a 90 per cent FHA mortgage 
sufficient to cover the cost of construc- 
tion and landscaping. This mortgage 
will be issued to one bank as trustee, 
and the eight banks will acquire equal 
participations. Special permission was 


*Left to right: E. B. Milliman, president, 
Central Trust Company; R. N. Ball, presi- 
dent, Lincoln Rochester Trust Company; 
E. A. Stebbins, president, and C. F. Turton, 
vice-president, Rochester Savings Bank; 
C. W. Marshall, vice-president, Central 
Trust Company; A. E. Glew, real estate 
department, Rochester Savings Bank; and 
Mayor S. B. Dicker. 


obtained from the State Banking 
Board to enable the savings banks to 
enter into such a participating plan. 
The mortgage will carry a rate of 2% 
per cent, and thus with the 1% per 
cent FHA insurance charge the cost to 
the corporation will be 3 per cent. 

The corporation’s contract with the 
city provides: 

1. The apartmental rentals shall not 
be over $50 per month. Any rental 
over that amount must be approved 
by the city council. 

2. All earnings from the rental 
project over and above the amount 


Rochester bankers and the city mayor at ground-breaking ceremony* 








necessary to cover operating expenses, 
reserves and amortization requirements 
shall be used in a further reduction of 
the principal of the mortgage. The 
mortgage by its terms must amortize 
itself in 27 years, but it is expected 
that the supplementary payments may 
reduce the amortization period tu 
20 years. 

3. When the mortgage is fully 
liquidated the property is to be sold at 
a price agreed to by the city council, 
and the proceeds are to be turned over 
to the city to be applied upon its 
indebtedness, or to be used for some 
capital improvement if there is no out- 
standing debt. It is this provision 
which legally enables the city to pro- 
vide the land, make assessment con- 
cessions, etc. 

The general contract for the project 
was let out to competitive bidding, 
with the corporation not being re- 
quired to accept the lowest figure. The 
corporation will pay all costs, based on 
weekly statements submitted. The 
contractor will be given 20 per cent of 
all savings under the maximum price, 
which included allowances for con- 
tingencies. 

To handle the multitude of super- 
visory details the corporation has 
named an operating committee con- 
sisting of the following heads of mort- 
gage departments: Charles W. Mar- 
shall, vice-president, Central Trust 
Company, Warren W. Allen, assistant 
vice-president, Lincoln Rochester Trust 
Company, and Charles F. Turton, 
vice-president, Rochester Savings Bank. 
They will have supervision, under the 

See G. I. RENTAL PROJECT—Page 52 
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Bankers Farm Seminar, which was 

just held here at Purdue Univer- 
sity, we covered many points of inter- 
est to those engaged in the farm mort- 
gage lending field. While attendance 
was small, the meeting was noted for 
the number of authorities taking part 
in the program. 

The seminar was sponsored by the 
Mortgage Bankers Association of 
America in recognition of the changes 
that have been taking place in farm 
lending. The first seminar was held 
June 25 to 30, 1945, and it was the 
unanimous opinion of the class that 
the seminar should be continued as an 
annual event. 

At this year’s meeting, twenty-six 
students from eleven states were regis- 
tered, representing life insurance com- 
panies, commercial banks, mortgage 
companies, Federal land banks, and 
farm papers. George H. Patterson, 
Secretary-Treasurer, The Mortgage 
Bankers Association, served as regis- 
trar and the writer as director of the 
1946 seminar. The program was an- 
nounced by Lester W. Miner, assistant 
vice-president, The First National 
Bank of Chicago, and chairman of the 
association’s educational committee. 

The simplest way to cover the sub- 
jects discussed at the seminar is to 
take them up individually by speakers. 
The addresses are presented, of course, 
in digest form. 


B our second annual Mortgage 


Farm Mortgage Trend 

Norman J. Wall, Chief, Division of Agri- 

- cultural Finance, United States Depart- 

ment of Agriculture 

The steady decline in total farm 
mortgage indebtedness in the United 
States for longer than the past two 
decades was arrested in 1945, as new 
mortgage recordings exceeded the pay- 
off on principal of existing farm mort- 
gages. Although the net increase in 
mortgage indebtedness was negligible, 
the reversal of the trend is significant. 
It is likely that the total farm mort- 
gage indebtedness in agriculture will 
continue to increase for several years 
as the result of some decline in net 
farm earnings and a rapid increase in 
the number of young farmers who are 
purchasing farms. 





Farm Mortcace 
LENDING Seminar 


By 
EARL L. BUTZ 


Head, Agricultural E 





ics Department, Purdue University, 


Lafayette, Indiana 


Here is a ready-made opportunity to glean some of 


the latest trends ... most authoritative 


ideas ...in 


the making of farm mortgage loans, as discussed at 


the Mortgage Bankers Association of America school 


The average interest rate on farm 
mortgages in the United States has 
increased slightly during the past 
year. This resulted from a slight in- 
crease in rates charged on Federal 
Land Bank and Land Bank Commis- 
sioner loans, and from an increase in 
the proportion of total farm mortgage 
loans held by individual lenders. 
Individual lenders now hold approxi- 
mately 40 per cent of the total farm 
mortgage debt. Before the war they 
held 29 per cent. Loans from this 
group are usually made at a somewhat 
higher rate than those from institu- 
tional lenders. 


S 


Agricultural Outlook 

Dr. E. C. Young, Dean of Graduate School 

and Professor of Agricultural Economics, 

Purdue University 

The outlook for agriculture is rea- 
sonably bright in the ten years ahead, 
particularly in those regions producing 
live stock, dairy, poultry, and certain 
fresh fruits and vegetables. This fore- 
cast is predicted on the assumption 
of reasonably full employment and a 
continued high level of consumer pur- 
chasing power. When the American 
public is working at satisfactory wages, 
it is willing to buy at satisfactory 
prices large quantities of the kind of 
food which we produce in many parts 
of the United States. 

However, we cannot expect a con- 
tinuation of the wide margin of net 
farm income which has prevailed dur- 
ing the war. Farm operating costs are 
bound to gain on farm selling prices. 


This will necessitate increased atten- 
tion on the part of farm operators to 
efficient methods of production, lower 
unit costs, and more efficient utiliza- 
tion of both machinery and farm 
labor. The farm operator who has a 
volume of business large enough to 
avail himself of the economies which 
result from mechanization may look 
forward to an extended period of 
reasonable net earnings from his farm 
operations. 


He served as registrar 


GEORGE H. PATTERSON, Secretary-Treasurer, 
Mortgage Bankers Association 


























Farm Price Trend 


Dr. Earl L. Butz, Head, Department of 
— Economics, Purdue Univer- 
sity 


Although the level of farm real 
estate prices has increased approxi- 
mately four-fifths since the war started, 
there is considerable evidence that it 
will continue to advance for the next 
year and a half or two years. Peak 
prices will not be reached before the 
winter of 1947 and 1948. Considerable 
spottiness will probably develop in the 


He directed the seminar 


EARL L. BUTZ 
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Seminar faculty members, and ‘‘students’’ from commercial banks, insurance and mortgage companies, Federal land banks 


real estate market. It will be four 
or five years after peak prices are 
reached before farm real estate prices 
again decline to their current levels. 
However, farms will be difficult to sell 
after the peak is reached, even though 
quoted prices may be higher than those 
now current. 

Farm mortgage lenders should follow 
a lending policy of “intelligent con- 
servatism” in the immediate future. 
They should continue to assist young 
farmers who are buying farms on such 
a basis that they can pay out. They 
should make certain that such pur- 
chasers have a fairly substantial equity 
on the farms they are buying, that 
they are getting good land, and that 
their indebtedness will be reduced to a 
conservative level within a couple of 
years. 

* 


Farm Appraisal 


True D. Morse, President, Doane Agricul- 
tural Service, Inc., St. Louis, Missouri 


The appraisal of farms for the exten- 
sion of credit must be kept professional 
and objective. The appraiser has the 
difficult task of establishing a “‘basic 
value” on a particular farm which will 
be as meaningful ten years from now 
as it is today. This value must be 
largely independent of violent fluctu- 
ations in prices. The appraiser must 
recognize that basic value depends 
upon the estimated earnings from the 
farm, its location, and its home use. 
Those who appraise land must be in- 
creasingly cautious in their reliance 
upon sales prices as a guide to value. 














The sales prices of land fluctuate 
within wide levels through periods 
of time. The average selling price of 
farm land in the United States has 
increased more than 80 per cent since 
the start of the war. Yet the basic 
value of many farms remains relatively 
unchanged. 

Adherence to the concept of basic 
value in the immediate future will save 
many farm mortgage lenders from the 
necessity to possess large numbers of 
farms through foreclosure in subse- 
quent years. 

- 


Soil Conservation 

Darryl] R. Francis, Agricultural Economist, 

Federal Reserve Bank of St. Louis, St. 

Louis, Missouri 

In past years too few Americans 
have been ‘concerned about the tragic 
toll that was being exacted by erosion 
rising from improper farming practices. 
When land was cheap and plentiful 
it did not seem to matter much if, 
when the farm had washed away or its 
fertility had been exhausted, the 
farmer moved on to new land. 

As a result of this attitude in our 
short life as a nation, we have ruined 
some 50 million acres of good land; it 
is abandoned; it cannot be farmed. 
Another 50 million acres are swiftly 
coming to that stage. This means 
that 100 million acres are gone. This 
is equivalent to three states the size of 
Illinois. On another 100 million acres 
more than half of the top soil is gone. 

The solution to this problem is not 


See FARM MORTGAGES—Page 49 

















The full color 16 mm. sound 
motion picture. “The Bank and 
Agent Auto Plan In ‘Action,” 
gives an interesting and graphic 
explanation of. how this. new 
plan works. To arrange for a 
showing, call your local Aina 
representative or write direct to 
headquarters of this company. | 





FETNA CASUALTY AND SURETY COMPANY 
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Take a Look at Your 
PHONE BOOK 


In the classified section of your ’phone book, you will 
find one of the important reasons why the Bank and 
Agent Auto Plan appeals to so many bankers. 

Check the number of Fire and Casualty agents right 
in your own city. And remember, this list is far from 
complete. You know many of these agents personally. 
You know, too, that they are trained salesmen, aggressive 
and on the job. Then, figure out roughly how many auto- 
mobile buyers these agents will interview this year — 
buyers that could be directed to your bank for a loan to 
finance their new car. 

Yes—the Bank and Agent Auto Plan offers banks an 
unusual opportunity. Big banks and little, in small towns 
and metropolitan centers, have proved its value as a sound 
profit builder. 


Affiliated with Etna Life Insurance Company 


Automobile Insurance Company — Standard Fire Insurance Company 


HARTFORD . CONNECTICUT 
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DiRECTOR . 
CLUTCHBILL 


Operates H1s 
Own HKDIC 


By 


FRED COPELAND 


Mr. Clutchbill comes to the rescue when an old 


couple stand to lose their life savings . . . but 


An arm shot out. 


gets into a tight spot requiring wily strategy 


Ferndale National Bank a wiry 

female voice suddenly broke out 
and penetrated every inch of the bank’s 
interior. 

“T tell yuh we'll have to get $1,500. 
We won’t be over here again for a year 
or more.” 

‘‘Now, Amelia, you wait a minute,” 
replied an ancient male tenor, ‘“‘a thou- 
sand is enough to have in the house. 
We can live a year on it somehow.” 

Director Clutchbill put down his 
newspaper and slowly rose to his feet 
in the front office. Together with 
Cashier John Atwood he watched the 
old couple who had stopped in the 
doorway. | 

The woman put her lips close to her 
husband’s ear. 

**Abner, we'll have to draw $1,500. 
Suppose’n we're sick!” From long 
practice at a deaf ear, the woman’s 
voice carried half way up and down 
the village street. 

“It’s the old Wagner couple,” 
nodded John, “from way over on the 
edge of the township . . . both over 
eighty. Wish they’d stop telling 


() Femaai the entrance to the 








everybody along the street they’re 
drawing their year’s living money.” 

“*That’s just it!’ nodded Mr. Clutch- 
bill impatiently. ‘“There’s always 
strangers about even in this little 
village. Look at that bird down there 
on the curb. Did you ever see him?” 

John twisted his head and regarded 
a stocky middle-aged man, apparently 
a dislodged workman. 

“‘He’s a stranger to me,” muttered 
John. 

“Yeah, he is to me. Probably been 
following them.” Mr. Clutchbill 
stepped hurriedly forward and inter- 
cepted another ear and mouth close-up 
from the hesitating Wagner couple. 

“Come in here, Mrs. Wagner,” he 
cautioned, putting a finger to his lips 
and shaking his head in warning as he 
led the pair into the front office. 

The thin old couple sat down thank- 
fully beside Mr. Clutchbill. 

“You noticed any one following 
you?” he asked, looking at. Mrs. 
Wagner who seemed the more alert of 
the two. 

“Following us? Of course not, why 
should they? Hink Emery fetched us 










' 


out of old Amelia Wagner's grasp 


over in his Ford and we’re going back 
with him.” 

“T could hear you telling clear in 
here you were going to draw out 
$1,500 in cash. It isn’t well to let 
everybody know, there’s always stran- 
gers in hearing.” 


‘THE old director’s gaze strayed out 

of the window and down the curb. 
The stranger was gone. 

“Amelia is bound to have $1,500. 
I don’t care, give him the book, 
Amelia.” Pale with exertion old Mr. 
Wagner leaned back in his chair. 

Nervously Amelia Wagner began 
pawing in her hand bag with a thin 
hand lined with pale blue veins. She 
finally took out a gray little savings 
pass book from which the letters, 
“Ferndale National Bank,” were al- 
most worn off from constant and fear- 
ful examination in a far away farm 
cottage. She handed it out reluctantly 
as though it were her last possession, 
and in fact it was, save for Abner who 
seemed as worn by the hand of time 
as the pale little pass book. 
See DIRECTOR CLUTCHBILL—Page 54 


It wrenched the black hand bag 
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Big things happen in Philadelphia 


Don’t be fooled by reports that they 
take up the sidewalks after dark in 
Philadelphia. They have to leave them 
down so Philadelphia’s hundreds of 
thousands of workers can get home! 

Actually, Philadelphia is a big city 
that does things in a big way. Just as 
an example, Philadelphia builds a 
large share of all the locomotives, 
railroad and street cars produced in 
the United States. 


And in a city which has earned the 
name “Workshop of the World,” it 
takes the services of a great bank to 


meet the varied financial needs of the 
countless industries doing business there. 

The Pennsylvania Company is that 
kind of bank. Not only a big bank, 
but also one of the oldest and largest 
trust companies in the United States. 
Progressive! Versatile! Lending money 
to help customers make money is a 
Pennsylvania Company policy. 

If you’re going to do business in 
Philadelphia, remember the name — 
The Pennsylvania Company. And when 
you’re in town, drop in for a visit. 
You'll find a cordial welcome here. 


THE 
PENNSYLVANIA 
COMPANY Founded 1812 


FOR INSURANCES ON LIVES 
AND GRANTING ANNUITIES 


PHILADELPHIA, PA. 


Member Federal Reserve System .. . 
Federal Deposit Insurance Corporation 
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WASHINGTON VIEWPOINT 


25 








By N. 


New Treasury Head 


Confirmation of John W. Snyder as 
Secretary of the Treasury ends Presi- 
dent Truman’s reorganization of his 
cabinet from the fiscal standpoint. It 
is believed that Mr. Snyder’s appoint- 
ment to the Treasury post completes 
the President’s blue print to attain 
hegemony over fiscal and monetary 
powers. 

Mr. Snyder, who has been engaged 
in banking since 1919, is reputed to be 


JOHN W. SNYDER 


Former banker at Treasury helm 


the President’s closest friend. He suc- 
ceeds Fred M. Vinson, who has been 
elevated to the post of Chief Justice 
of the Supreme Court. 

A graduate of Vanterbilt Univer- 
sity, Mr. Snyder was employed in 
various banks in Arkansas and Mis- 
souri between 1919 and 1930. From 
1930 to 1936 he was a bank receiver 
for the Office of the Comptroller of 
the Currency. 

In 1937 he was appointed manager 
of the St. Louis agency of the Recon- 
struction Finance Corporation and in 
1943 he was named executive vice- 
president and director of the Defense 
Plants Corporation. Prior to that he 
was named vice-president of the First 
National Bank in St. Louis. 

When President Truman succeeded 
Franklin D. Roosevelt he asked Mr. 
Snyder to accept the post of adminis- 
trator of the Federal Loan Agency. 
Subsequently, the President named 





P. GREGORY, Washington Correspondent 


him chairman of the Office of War 
Mobilization and Reconversion. 

An analysis of the reports he has 
issued as head of OWMR reveals 
that he leans toward a conservative 
policy in fiscal matters. He is ex- 
pected to favor a policy of cheap money 


and of relatively low interest rates. 
He is not expected to support any 
move for a cut in taxes at this time, 
in order to provide a surplus for debt 
reduction. 

Mr. Snyder may favor some corpo- 
rate tax reduction to encourage busi- 
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Complete Fore on Department Servwe 


The world-wide connections of our Foreign Department, 
our facilities for transacting foreign business, and our ex- 
tensive knowledge of South American banking are advan- 
tages available to any correspondent upon request. 


Services are both functional and advisory, and the Foreign 
Department is under the supervision of one of the country’s 
internationally known authorities on foreign trade. 


The highly specialized services of this department are but 
another example of the many distinguishing, helpful features 
of Mercantile-Commerce correspondent service. 
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ness expansion. Similar expressions 
may be made on his behalf with regard 
to individuals who intend to begin 
new enterprises. In other words, Mr. 
Snyder will favor expansion of business 
capital. 

There is no doubt that the close 
relationship existing between the Presi- 
dent and Mr. Snyder will continue 
while he is at the key post of Secretary 
of the Treasury. Former Secretary of 
the Treasury Henry Morgenthau, Jr., 
was an influential adviser to President 
Roosevelt, while Mr. Vinson was called 
upon by President Truman on many 
occasions for advice. 

President Truman has obtained 
fiscal and monetary hegemony through 
these other key appointments: 

1. George E. Allen, a close friend 
and confidante, is a member of the 
Reconstruction Finance Corporation. 

2. At the Federal Reserve Board 
is Commodore James K. Vardaman. 

With Mr. Snyder co-ordinating fiscal 
affairs, the President will keep close 
track of the financial pulse of the 
Federal Government and the nation. 


° ° > 


World Bank President 


With the selection of Eugene Meyer, 
editor and publisher of the Washing- 
ton Post as president of the Interna- 
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CAMILLE GUTT 





EUGENE MEYER 


Chosen to lead notable experiments in international co-operation 


tional Bank for Reconstruction and 
Development, the bank and the inter- 
national monetary stabilization fund 
have completed selection of their top 
personnel. 

The fund more than a month ago 
had selected Camille Gutt, successively 
journalist, soldier, economist and Bel- 
gian Finance Minister of State, as its 
president. 
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Several banks engaged in the Person- 
alized Check program have tried— 
with considerable success—the idea 
of giving a complimentary supply of 
fifty checks to their depositors, at the 
same time advising them that sub- 
sequent orders may be purchased at 
modest cost. 


This sales approach develops some 
rather interesting arithmetic. For ex- 
ample, if you extend the offer to 1,000 
depositors about 300 will accept it. 
To this group you give the kit of fifty 
checks, which costs you 60 cents in- 
cluding postage. Of the 300 receiving 
the gift package, about 170 will con- 
tinue to reorder. 


Your investment amounts to $180, 
and thereafter you save the cost of 
checks, passbooks and covers which 
you would normally have to assume 
for the 170 depositors who fully ac- 
cepted the Personalized Check idea. 


THE FREE FIFTY 



























Not to be overlooked is the fact that 
they like it, so at a very low, and ulti- 
mately at no cost at all, you please 
170 people. 


The same offer should be extended 
to new customers as they open their 
accounts. You merely have to give 
them our temporary envelope con- 
taining a few blank checks which will 
last them until their gift of fifty checks 
arrives, and by so doing you develop 
a continuingly higher proportion of 
Personalized Check users among your 
depositors and a correspondingly 
lower net check expense to your bank. 


One bright young lady in your bank 
could take this little idea and (1) do 
a real customer relations job, (2) 
delight your operating department 
and (3) make her salary. It’s worth 
trying and we are ready to help with 
publicity material. Write us for more 
information. 








IF UXE 


CHECK PRINTERS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 















The work of the two institutions, 
inasmuch as they are co-related, was 
held up pending the selection of a 
president for the world bank. Mr. 
Meyer assumed office on June 17 and 
he is expected to put into motion vari- 
ous policies now under preparation by 
the executive staff and committees of 
the bank. 

Of first importance is an examination 
of the investment situation. A bank 
committee has been surveying state 
investment laws and an educational 
campaign will be launched to liberalize 
these to make the institution’s securi- 
ties eligible for investment by savings 
banks and insurance companies. New 
York has already added the bank’s 
securities to the eligible list for savings 
banks. Similar legislation is expected 
to be introduced at the next session of 
the New York State Legislature to 
legalize the securities for investment 
by insurance companies. 


t ¢ & 


Reserve Board Suggests 
New Fiscal Policies 


The wartime banking and monetary 
developments no longer fit today’s 
needs, says the Federal Reserve Board. 
In its annual report it suggests new 
methods of fiscal policy designed to 
lead to a non-inflation program in 
connection with the Federal debt and 
its relation to the credit facilities of the 
banking system. 

In this connection the board pro- 
poses that: 

1. Aceiling be placed on the amount 
of long-term marketable securities that 
any commercial bank could hold 
against its net demand deposits. This 
would serve to restrict bank demands 
for long-term government issues and 
strengthen the demand for the short- 
term issues. 
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re the rue, Stol 
oure favor , Oto]! 

Prospective automobile buyers want to finance Compared with today’s tremendous possibilities, 

through local banks—and they’ve expressed their that was a drop in the bucket. Right now a demand 

preference by an overwhelming majority. exists among State Farm’s 1,300,000 policyholders 
According to an impartial survey conducted among for 871,000 automobiles. And, when you include 

State Farm Mutual policyholders, eight favor local the other essentials our policyholders need, it adds 

bank financing to every one who'll choose some up to a huge $5,260,000,000 demand for consumer 

other form of financing. goods. Translate that into potential financing dol- 
Those figures may amaze you. But State Farm lars—and you'll see what a great opportunity exists 

Mutual saw the trend taking shape years ago. Be- for cooperating banks under the State Farm Bank 

fore the war, State Farm had developed a plan which Plan. 

was meeting with remarkable success. By the end Now is the time to get details! Now is the time 

of 1941, it was directing nearly $4,000,000 of first- to cash in on this overwhelming preference for 

class car financing business every month to local banks. financing purchases the local bank way. . 


STATE FARM 
INSURANCE 


BLOOMINGTON, ILLINOIS 


Berkeley, Calif. 1 


si Toronto,Ontario 





ron mr ee CLIP NOW! ... MAIL TODAY ——— 4 


State Farm Insurance Companies 
Bloomington, Illinois BC-76 
Gentlemen: 

Please send us, without obligation, the FREE booklet 
or booklets we have checked below: 

0 “New Profit Opportunities for Banks” 


0 “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks” 


New opportunities for your bank! 
Send today for FREE booklets 


Here are two booklets every banker should have! “‘New Profit Opportunities 
for Banks,” explains in detail how The State Farm Bank Plan works for you. 
“The State Farm Group Loan Life Plan—Good Will Insurance for Banks,” 
tells how you can insure consumer loans at low cést. Both of these booklets 


Name. .ccccccccccccccsccccscccecccccssccccess 
are free for the asking. Simply indicate on this coupon whether you'd like 
one or both booklets. Then clip it and mail to State Farm Mutual, Blooming- Bamk... 2.0 ssseesecrececrncsaccesveccercescees 
ton, Illinois. There is no obligation. Obi. <s.cuavduvmcbcstustsulna wands 


o----- Se SS 
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INFORMATION 


First hand information about local business 


in 41 New York State communities is avail- 
able to you and your customers through 


our affiliation with 19 other Marine Midland 
banks. 


Member of Federal Deposit Insurance 


Corporation 











MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 








1901 — 1946 


Rete ME 6 beach July of this year marks 45 years 


of progress for the American 





Trust Company in the Carolinas. 
The knowledge and experience 
we have gained will enable us 
to serve this expanding section 


in days to come. 





‘Trust Company 


‘fe | 
oO NORTH CAROLINA 


\@ 


MEMBER FEDERAL RESERVE SYSTEM 
FEDERAL DEPOSIT INSURANCE CORPORATION 











NIT BANK IN THE ee 





In writing to advertisers please mention The Burroughs Clearing House 
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2. The Reserve Board be em- 
powered to require commercial banks 
to hold a certain amount of Treasury 
bills and certificates as a secondary 
reserve against demand deposits. This 
would tend to stabilize interest yields. 
on short-term issues and ieave con- 
siderable freedom for the movement 
of interest yields in non-government. 
paper of short-term maturity. 

Expansion of bank credit was desir- 
able during the war to finance private 
industrial expansion and to provide 
an unprecedented amount of “new 
money” to finance military require- 
ments. Although during the war there 
was need for some expansion in bank 
holdings of Government securities, the 
Federal Reserve Board was critical 
of the large amount of government 
securities which were being acquired 
by the banks. 

It felt that a greater amount of 
government securities should be in 
private hands, in order to avert an 
overexpansion of bank credit, which 
eventually could become uncontrolla- 
ble. Marriner S. Eccles, chairman of 
the Federal Reserve Board, on a num- 
ber of occasions has contended that 
more emphasis could have been placed 
on individual and other non-bank 
purchases. 

The pattern of banking and mone- 
tary policy began to change in the first 
quarter of 1946. For example, the 
Treasury closed the Victory Loan 
Drive with a total in excess of $25,- 
000,000,000 in subscriptions, giving it 
the largest balance in history. 

The Treasury then embarked on a 
debt retirement policy, which tended 
to decrease both commercial and 
Federal Reserve Bank holdings of 
Government securities. On top of 
this ‘‘a large post-holiday return flow 
of currency, together with substantial 
excess reserves held by member banks 
at the beginning of the year, permitted 
exceptionally large sales of government 
securities by Reserve Banks,” accord- 
ing to the Reserve Board. ‘These 
sales and later retirements of securities 
from Reserve Bank holdings served to 
reduce somewhat the supply of bank 
reserves and tended to limit further 
credit expansion.” 

Indicative of the size of the debt 
reduction policy and its effect on curb- 
ing the supply of reserves is the fact 
that since March 1, 1946, the Treasury 
has cut the amount of outstanding 
securities by $12,245,000,000. The 
latest announcement, calling for the 
retirement in July of another $2,000,- 
000,000 in maturing debt should drive 
the debt below $264,000,000,000. 

The Treasury and the Federal Re- 
serve Board supplemented the debt 
reduction program by discontinuing 
the preferential discount rate. The 
rate, cut during the war to one-half of 
1 per cent, is again 1 per cent. In 
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announcing the elimination of the ° 


preferential rate, the Board said: 

“The Board has approved discon- 
tinuance of the preferential rate be- 
cause it has served the purpose of 
facilitating the war-financing program 
for which it was adopted in 1942. 
The Board does not favor a higher 
level of interest rates on United States 
securities than the Government is now 
paying. Discontinuance of the special 
rate will not involve any increase in 
the cost to the Government of carrying 
the public debt.” 

The 32nd annual report of the 
Federal Reserve Board opposes a 
general cut in taxes at this time, calling 
for a balanced budget instead in order 
to retire debt from Treasury surpluses, 
rather than from funds acquired from 
overborrowing. 

On this score, the report says: 

“Continued retirement of govern- 
ment securities held by banks would 
further decrease the volume of bank 
credit and bank deposits. The use of 
existing Treasury balances in banks to 
retire debt, however, does nothing to 
reduce the existing volume of deposits 
of businesses and individuals. To 
bring about a reduction in those de- 
posits, it will be necessary for the 
Treasury to retire debt out of a budget- 
ary surplus or to refund maturing 
securities now held by banks through 
the sale of new issues to non-bank 
investors.” 

With regard to the Treasury’s future 
refunding operations, the Reserve 
Board says: 

‘New issues should be of the type — 
such as savings bonds —that are non- 
marketable and are redeemable upon 
notice on a basis that would give a 
proportionately lower return if re- 
deemed before maturity. They would 
assure eligible investors of an oppor- 
tunity for investment of savings funds. 

“Increased offerings of securities to 
non-bank investors would need to be 
accompanied by more effective re- 
straints on bank credit expansion in 
order to prevent widespread sale to 
banks of securities eligible for bank 
purchase by holders wishing to sub- 
scribe for the new issues. If this were 
permitted, offerings of these securities 
by the Treasury might stimulate rather 
than reduce further expansion in bank 
credit.” 


+ ¢ * 


Foreign Loan Business 
is Booming 


The House Banking and Currency 
Committee approved. the $3,750,000- 
000 British loan by a margin of 20 to 5 
and by the time this issue goes to press 
the House will doubtless have approved 
it by a substantial margin. The legis- 
lation has already been passed by. the 
Senate, 46 to 34. 
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...the way he lives 


Lots of sunshine and a setting of 
natural beauty have made the average 
Californian a devotee of ‘‘life in the 
open.” It’s easy to enjoy outdoor life 
in California, and the citizens are 

‘ willing to take the time to enjoy it. 
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...and the way he banks 


Unique is the statewide system of 
banking exemplified by Bank of 
“The California Trend” America. Nearly 500 branches 
help you plan yourbusinessi¢ Situated in every important town 
your plans include California. or city provide a valuable banking 

service that is statewide in scope, yet 


Write Dept. AD, 300 Mont- 
gomery St., San Francisco 20, 
local in community understanding. 


or 660 So. Spring St., Los 
Angeles 54, for a free copy. 


Bank of America, a member of the Federal Reserve System and the 
Federal Deposit Insurance Corporation, has main offices in the 
two reserve cities of California—San Francisco and Los Angeles. 


“4 RESOURCES OVER 5% BILLION DOLLARSD 


Bark af Amevica 


NATIONAI 


ASSOCIATIOD 





LONDON, ENGLAND, BRANCH: 12 NICHOLAS LANE, LONDON, E. C. 4 


BLUE AND GOLD BANK OF AMERICA TRAVELERS CHEQUES ARE AVAILABLE THROUGH AUTHORIZED 
BANKS AND AGENCIES EVERYWHERE 





In writing to advertisers please mention The Burroughs Clearing House 

















~ Records are the reins that con- 
trol your business. Aside from 
their inestimable value as evi- 
dence of property, productivity 
and progress, the mechanics of 
making and keeping them rep- 


- resents a sizable investment. 


Are you risking that investment 
by neglecting paper — the foun- 
dation of every record keeping 
system? 

Records essential to the cur- 


rent and future conduct of your 


business need maximum protec- 














tion paste the ravages 


and constant handling. Youcan 
be sure of complete protection Rat 

‘only when you use paper of - 
WESTON quality, made express- 


ly for record keeping of strong, 


durable cotton fibres. Insure 
your investment in records and . 


record keeping right from the 


_ start. Ask your supplier to show 


you WESTON papers that will 


serve you long and well at a 
trifling fraction of your total. 
_ record keeping cost. 


BYRON WESTON COMPANY, DALTON, MASSACHUSETTS 


Keep records worth beeping — 


on WESTON Pagers 
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The House Banking and Currency 
Committee’s vote came after long 
hearings, during which the Adminis- 
tration told Congress the loan is essen- 
tial to take the shackles off world 
trade, to encourage international eco- 
nomic co-operation and to aid world 
peace. 

Without the loan Britain would be 
unable to participate in the Bretton 
Woods bank and monetary fund, 
proponents of the legislation argued. 
This view was supported by the Ameri- 
can Bankers Association, the United 
States Chamber of Commerce and a 
number of other organizations and 
individuals. 

Provisions of the 50-year loan and 
enabling legislation include: 

1. Authorization for the Treasury 
to advance to Great Britain up to 
$3,750,000,000 in the next five years, 
with no interest during that time and 
interest at 2 per cent actually com- 
puted under the liberal terms at 1.62 
per cent to maturity. 

2. The British could obtain waiver 
of interest payments whenever their 
exports failed to exceed by 60 per 
cent those of the period immediately 
preceding the war. 

3. Britain in return proposes to 
attempt within a year to begin dissolv- 
ing wartime currency restrictions under 
which countries in the “‘sterling bloc” 
sold goods to England and received 
credit which they could spend only for 
British goods and services. 

While Congress was deliberating the 
British loan, a French financial mission 
headed by former Premier Leon Blum 
concluded a loan agreement with the 
Export-Import Bank of Washington 
for credits totaling $1,395,000,000. 

The Export-Import Bank last year 
granted France a $550,000,000 loan, 
raising total financial aid France has 
obtained from, the United States to 
$1,945,000,000. 

The last of the large loans is a 
$500,000,000 credit now under negoti- 
ation between the Export-Import Bank 
and the Chinese Government. William 
McChesney Martin, president of the 
Export-Import Bank, disclosed that 
negotiations are under way but did not 
reveal any details. 

Settlement of lend-lease accounts 
with Russia, negotiation of territorial 
trade agreements and a $1,500,000,000 
loan will come under discussion in the 
near future between the Russian and 
United States Governments. Russia 
has sent a note to the State Depart- 
ment outlining her needs, while the 
United States has countered with an 
undisclosed agenda which must be 
included in the negotiations. ' 

The loan to Russia will come from 
the capital funds of the Export-Import 
Bank. Legislation for additional Bank 
capital may be introduced at the next 
session of Congress. 
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HERE'S MY AGENCY INVENT ~) 
OF FOLKS CARRYING AUTO jj 
INSURANCE. THEY MIGHT BE | 

GOOD PROSPECTS UNDER OUR 
BANK- AGENT PLAN 
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THIS INVENTORY CARD | 
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Here, from prospect to purchase, is how the Bank and Agent 
Auto Plan works. It’s a time-saving gain for all concerned. 
Inventorying your present policyholders is made easy by a 
flexible, quick-at-hand control—the inventory card. Banks, eager 
for sound loan business, co-operate by supplying the credit and 
signing in the final transactions. And your customers, with a 
new car on the way, are granted an easy-payment loan for auto- 
mobile and full insurance protection within a matter of minutes! 


That’s a real service to your present policyholders. It’s a 


selling job you can do now. , 
g joo y V4 Aa. 
(KD 
i” 7A) 


AUTO PLAN 








Sf; 





Write for sample inventory card and 
direct mail solicitation material to: The 
American Insurance Group, Dept. 110, 
Newark 1, New Jersey. 





The American insurance Company -° Bankers Indemnity Insurance Company + The Columbia Fire Insurance Company «+ Dixie Fire Insurance Company + The Jersey Fire}Underwriters 











THE BURROUGHS CLEARING HOUSE—July, 1946 




























































































Little brown pay envelopes. Fat ones. 

Overtime filled them. Office over- 
time. Nine to five wasn’t enough. The 
work wasn’t finished. People must stay 
and when they stay they get paid. 
Overtime hangs gloomily over this 
man and his budget. 

Can anything be done to avoid the 
nagging, unprofitable round of after- 
hour duties that by rights ought to be 
cleaned up in daylight? 





Moore Business Forms, Inc., can 
pare clerical overtime to the bone — 
and has done so in business after 
business. 

Moore looks at your business forms 
with unprejudiced eye. If forms are 
too complicated, Moore can simplify. 
If they multiply work, Moore revises 
to reduce work. Moore combines, re- 
arranges, puts in a word here, a new 
arrangement there. The record, in 


AMERICAN SALES BOOK CO., INC., NIAGARA FALLS AND ELMIRA, N.Y. 
PACIFIC MANIFOLDING BOOK CO., INC., EMERYVILLE; LOS ANGELES, CALIF. 
GILMAN FANFOLD CORP., NIAGARA FALLS, N. Y. 


COSBY-WIRTH MANIFOLD BOOK CO., MINNEAPOLIS, MINN. 

MOORE RESEARCH &@ SERVICE CO., INC., NIAGARA FALLS, N. Y. 
SOUTHERN BUSINESS SYSTEMS, INC., ORLANDO, FLA. 

MOORE BUSINESS FORMS, INC, (New Southern Div.), DALLAS, TEX.; ATLANTA, GA. 


in Canada—Moore Business Forms, Ltd., succeeding Burt Business Forms, Ltd., Toronto 
Western Sales Book Co., Ltd., Winnipeg and Vancouver 
National Sales Check Beek Co., Ltd., Montreal 





hours and dollars saved, has been con- 
vincing to companies large and small, 
all over America. 

Any business, of any size, can bene- 
fit from Moore’s unequaled experience 
in this field. For information, get in 
touch with the nearest Moore division, 
as listed below, or its local office. Moore 
stands ready to supply you with every- 
thing from a simple sales book to the 
most intricate multiple-copy forms. 


MOORE BUSINESS FORMS, inc. 


ADV. BY N. WwW. AYER 
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SYDNEY G. DOBSON 


Heads Royal Bank of Canada 


From junior clerk to president of 
$2,000,000,000 Royal Bank of Canada 
in 46 years is the record of Sydney G. 
Dobson, recently elected to the bank’s 
highest executive position to succeed 
the laté Morris W. Wilson. 

A word portrait of Mr. Dobson is 
that he is affable and easy to meet, but 
that his approach to problems is direct 
and incisive, and his decisions are 
quickly made. 

Mr. Dobson’s career helps to meas- 
ure the unusual progress of the bank. 
In 1900, when he joined the Merchants 
Bank of Halifax, which later became 
the Royal Bank of Canada, assets 
amounted to less than $18,000,000. 
Between 1935 and 1945, during which 
time he was the bank’s general manager, 
assets rose from $758,000,000 to over 
$2,000,000,000 placing Royal Bank 
among the first 13 banks of the world. 

Mr. Dobson and the late Mr. Wilson 
began their banking careers in the 
maritime provinces within three years 
of each other, the former at the age of 
17. At various times in their early 
banking days their paths came to- 
gether, and even at that time Mr. Wil- 
son foresaw a bright future for the 
conscientious and hard working young- 
ster. After Mr. Dobson’s appointment 
in 1919 as general inspector, head office, 
Montreal, the two men worked to- 
gether as a team until Mr. Wilson’s 
death in May. 


* 


Roger Amory, a member of the 
board of trustees of The National 
Rockland Bank of Boston, has been 
elected chairman of the board follow- 
ing the death of Robert B. Rugg, 
president. The latter’s office remains 
vacant. 


At one time Mr. Amory was a trust 
officer of The National Shawmut Bank 
of Boston. Subsequently he entered 
the profession of trustee, under wills 
and indentures, and was named on the 
boards of a number of institutions 
including the National Rockland Bank. 


2 


Following the retirement of Joseph 


H. Zweeres on June 30, Charles W. 
Carson has been elected president of 
the Community Savings Bank of 
Rochester (New York). Formerly 
treasurer of the Colgate-Rochester 
Divinity School, Mr. Carson entered 
the banking field in 1942 as a trustee 
of the Mechanics Savings Bank, Roch- 
ester, and the following year was made 
vice-president and secretary. In 1944 
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ANGLO 


CALIFORNIA NATIONAL 


BANK 


Head Office: 
1 Sansome Street 
San Francisco, 20 
Other offices in 
San Francisco 
Oakland 
Berkeley 

San Jose 

Palo Alto 
Bakersfield 
Chico 

Hanford 
Lemoore 
Modesto 

Red Bluff 
Redding 


These people mean business— business 
for you. For they’re part of the regional 
shift making the West Coast such a phe- 


nomenal market. 


Watch California’s population, for in- 
stance: 6 million in 1940, 7 in 1942, 8 
in 1944, Now well over 9 million at latest 
estimate. And still they come—to this 
center of the West Coast. Naturallyth 
pull your business interest Woy 


Here, you'll need the ight bank. At geo- 
graphic, strat nd economic center 
— Anglo invites your business. Cor- 


respgiidents find valuable our specialized 


Mestern experience since 1873, our 22 


offices in important central markets, re- 
sources of over half a billion, and 
established connections. Altogether 
big enough, but not too big, 

for special attention to 
your offairs...at West 


Coast center. 


Member Federal Deposit Insurance Corporation 
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when the bank was merged with the 
East Side Savings Bank to form the 
Community Savings Bank, he was 
elected executive vice-president. 

Mr. Zweeres, who continues as a 
member of the board of trustees, had 
been president since the merger and 
formerly was president of the East Side 
Savings Bank. Sol Heumann is 
chairman of the board. 


* 


M. H. Higgins, formerly vice-presi- 
dent, has been named president of 
the Bloomfield (New Jersey) Saving 
Institution, to succeed the late W. W. 
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Miller. Otto Billo, a vice-president 
of the bank since 1931, has been elected 
chairman of the board. 


¢ 


The former president of the Bank for 
International Settlements, Thomas 
H. McKittrick, will join the Chase 
National Bank in New York City this 
fall as vice-president. He will give his 
attention to questions of policy in- 
volved in foreign relationships and 
loans, as well as to the bank’s oper- 
ations in the foreign field. During 
most of the past 30 years Mr. McKit- 
trick has been engaged in banking and 





Highlights 


in Snswiance History 


THE HOSE SYSTEM IN BOSTON 


The Hose System, as it was called, completely revolutionized the 
method of extinguishing fires in larger cities. Hand Pump companies 
were organized and had these advantages: they could be placed near 
a water supply and water no longer had to be carried in buckets. 
While New York and Philadelphia adopted the plan (which released 


the personal services of citizens), Boston continued to resist the in- 


novation for a long time. The privilege of “aiding in the extinguishing 
of fires in the good old way” was a matter of patriotism too dear to 







In writing to advertisers please mention The Burroughs Clearing House 


be given up without a struggle. But the grow- 
ing number of fires and the reluctance of 
Bostonians to assist as formerly, compelled 
the city to give in in 1826, and the Hose 
System with volunteer fire companies soon 
became general. 





The NATIONAL UNION and BIRMINGHAM 
have been proud to keep in the ranks of those companies 
eager to adopt tested innovations in underwriting. 


National Union @ 


and Birmingham 
FIRE INSURANCE COMPANIES 


PITTSBURGH cs) PENNSYLVANIA 




















financial activities in Europe, for Na- 
tional City Bank of New York and 
later with Lee, Higginson & Company. 


° 


The new president of the American 
Institute of Banking hails from the 
Pacific Northwest. He is George 
J. Greenwood, 
Jr., assistant 
manager of The 
Bank of Cali- 
fornia, N. A., in 
Portland, Ore- 
gon. Mr. Green- 
wood began his 
banking career 
with the Hiber- 
nia Commercial 
and Savings 
G. J. GREENWOOD, Jr. Bank in Port- 

land in 1922, and 
has been active in A. I. B. affairs from 
the outset, taking study courses for 
16 years, and being elected president 
of the Portland chapter in 1934. He 
has also held a number of national 
A. I. B. offices, and has been active in 
the Oregon Bankers Association. 

The A. I. B. vice-president for the 
coming year is Garnett Carter, 
assistant vice-president of the Fulton 
National Bank, Atlanta, Georgia. Like 
Mr. Greenwood, he was elected at the 
Institute’s 44th annual convention, 
held in Cincinnati. 





* 


Its “from oil back to banking” for 
R. Elmo Thompson, who has re- 
signed as executive 
vice-president of 
the Sunray Oil 
Company to again 
become a vice- 
president of The 
First National 
Bank and Trust 
Company, Tulsa, 
Oklahoma. Mr. 
Thompson joined 
the oil concern 
seven years ago, after serving as vice- 





R. E. THOMPSON 


president of the bank from 1935 to. 
1939. Another appointment advances. 


J. P. Byrd, Jr., to the post of assist- 


ant to the president in addition to his. 


duties as vice-president. 


° 


C. J. Stephenson, dean of Cana-- 


dian bankers in New York, has retired 
as senior agent of the Canadian Bank 


of Commerce after more than 35 years. 


of service in the Manhattan office. He 


has been succeeded by W. T. Alex-- 


ander, co-agent of the New York 


office, which was first opened in 1872.. 


Sd 


Oscar R. Mennenga, assistant 


manager of the California Bankers. 





et 
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Association since 1941, has been ap- 
pointed executive manager to succeed 
Lauder W. Hodges who resigned 

.. June 1 to engage in 
private law prac- 
tice in Los. Angeles. 
Mr. Mennenga 
came to the associ- 
ation after more 
than 15 years of 
service with the 
Federal Reserve 
Bank of San Fran- 
cisco. 

An early assign- 
ment of Mr. Hodges will be to serve as 
special counsel to the association’s new 
Committee on Revision of the Cali- 
fornia Bank Act, a statute which has 





Oo. R. MENNENGA 


not been thoroughly renovated in ~ 


37 years. 


On June 12 William L.:Butcher 
was elected executive vice-président of 
the County Trust Company; which 
maintains offices in nine communities 
of Westchester County, New York. 
Mr. Butcher recently resigned as vice- 
president of The Central Trust Com- 
pany, Cincinnati. 

Sd 


M. A. Arnold; one of the west’s 
most widely known bankers, died re- 


4h 


cently in Seattle at the age of 80 years. 
The son of a banker, his entire business 
career was spent in banking, first an 4 
Missouri, then in Montana, and even- 
tually in Seattle. In 1929 he was 
largely instrumental in bringing about 
a consolidation of four of Seattle’s 
largest banks into what is now the 
Seattle-First National Bank. He was 
president of the bank from 1929-1937, 
served as chairman of the board until. 
1940, and upon his retirement was 
succeeded by his son, Lawrence M. 
Arnold. 
7 


At the 30th annual staff banquet 
of the Industrial National Bank of 
Detroit, President Eugene W. Lewis 
announced the promotion of seven 
officers to the rank of vice-presidents, 
and the advancement of eleven officers 
to assistant vice-president status. New 
vice-presidents are K. G. Cone, 
H. T. Denyes, H. B. Dunbar, 
H. E. Klockow, H. A. Poole, 
E. M. Sattelmeier and A. O. 
Werner. The following have been 
made assistant vice-presidents: W. D. 
Burgess, T. A. Burnie, C. L. 
Cooke, N. E. Dingerson, W. K. 
Mackay, W. H. Melcher, R. G: 
Mullican, B. R. Shurly, Jr., W. 
L. Simpson, S. B. Slawson, and 
L. J. Whaley. 
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Backing up its 
Agents, whose in- 
terests coincide 
with local Banks, 
Fireman’s Fund 
offers the Home- 
town Credit-Savings Plan for Bank use. 
Newspaper mats, folders and radio com- 
mercials featuring the original copyrighted 
theme “Credit-Savinge”.. all free to banks. 
Ask any one of our 
11,000 Hometown Agents 
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BANK 
bw York 
Wide Banking 


55 Wall Street, N. Y. 
5 Branches in Greater New York. 





Member Federal Deposit Insurance 
Corporation 




















Here’s how you 


HE quick, logical way is to 
offer car Dealers the American 


Bank Credit Plan. 
Under this Plan, Member Banks 


in definite sales areas can offer 
Dealers an outstanding, fully co- 
ordinated Bank-Dealer Plan which 
provides attractive low-cost service 
for the time buyers of automobiles. 
This is the most satisfactory Plan 
for Banks and Dealers yet devel- 
oped. 


The Plan is sound, efficient and 
complete. It recognizes the Dealer 
who creates the “paper” as the key 
man of the whole transaction .. . 
supports him 100% as the strong- 
est link in the whole chain of car 
distribution. 


Car Dealers will increase the busi- 
ness of your bank if you’re able to 
offer them the salable plans and 


Ca 
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play a major part 


in this vast auto business! 


vital services of the American Bank 
Credit Plan, the Plan that protects 
the Dealer in his accustomed rights 
and reserve participation. 


It also gives the bank an ideal 
opportunity to extend many other 
bank services to Dealers and car 
buyers, because good friends mean 
good business. 

The American Bank Credit Plan 


enables its Member Banks to pro- 








vide country-wide service and full 
continuous insurance protection to 
Dealers and their customers. No 
wonder this Plan has been en- 
dorsed everywhere as “the most 
comprehensive and practical time- 
purchase Plan ever developed.” 


On your request we will be very 
glad to send you the story of this 
attractive American Bank Credit 


Plan. 


American Bank Credit Plan 


Sponsored by: 


American Installment Credit Corporation 
420 Lexington Avenue, New York 17, N.Y. 


The foremost Bank-Dealer Plan in the automotive field 


offered exclusively through Dealers 
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By JAMES MONTAGNES 


Housing 


Operations of the Canadian Govern- 
ment in the housing field have been 
centralized in the Central Mortgage 
and Housing Corporation, Ottawa, a 
subsidiary of the Bank of Canada. 
The CMHC will be under the Minister 
of Reconstruction and Supply, instead 
of the Minister of Finance. Activities 
of the government’s Wartime Housing 
Limited and the non-farm operations 
under the Veterans’ Land Act, are to 
be directed through CMHC. 

Commenting on the centralization 
move, Reconstruction and Supply 
Minister C. D. Howe stated: “These 
steps have been taken to create a 
single operating group in the housing 
field. It is felt that provinces, munici- 
palities, and people interested in non- 
farm housing should have a single 
operating group with which to deal.” 

Terrence F. Flahiff, 39-year old war 
veteran, corporation lawyer and muni- 
tions department executive during the 
latter part of the war, has been ap- 
pointed co-ordinator of housing in the 
Reconstruction and Supply Ministry. 
He is responsible for expediting mate- 
rials, priorities and prefabrication, as 
well as government activities in hous- 
ing. 


Bank Salaries 


There have been many adverse 
criticisms of Canadian bank salaries 
in the past, without banks replying. 
Recently this procedure was upset 
when a statement was made in the 
British Columbia provincial legislature 
that bank clerks’ salaries were “‘dis- 
graceful.”” The Bank of Montreal and 
two banks which would not allow their 
names to be used invited newspapers 
to come in and examine their salary 
reports, and wide publicity was given 
to the figures. The banks pointed out 
that they “have much to be proud of 
and nothing to be ashamed of.” 

“Bank salaries for all classifications 
of employees compare favorably with 
salaries paid for the same work else- 
where,” John MacRae, superintendent 
of the Bank of Montreal at Vancouver 
is reported as stating in the Vancouver 
Daily Province. “In addition, the 
bank offers more security and con- 
tinuity of employment than most 
other occupations.” 

Starting salaries for bank juniors, 
fresh from school, 16 to 18 years old, 


with no qualifications or experience, 
range from $750 to $1,000 annually in 
the three banks whose books were 
opened to the newspapers. Within 
two years, bank superintendents re- 
ported, juniors generally become ledger 
keepers, or tellers at a minimum of 


$1,200 yearly. At the end of seven 
years, according to ability. he could 
earn from $1,700 to $2,400 at a mini- 
mum. Girl employees start at about 
$700 annually, go to $900 within six 
months if capable. Experienced stenog- 
raphers start at $945. At Vancouver, 














By establishing relationships with other banks, and working 
closely in these relationships, bankers are aided in extending 
broader and more efficient service to their customers and 


to their communities. 


We at Central National Bank of Cleveland, value our 
correspondent connections and we shall be glad to share 
with you the benefits of our experiences. This is an im- 
portant feature for both industry and banks to consider 
when seeking either additional banking service or a cor- 
respondent relationship in the Great Lakes Industrial 
Region. Your inquiry is invited. 


CENTRAL NATIONAL BANK 


OF CLEVELAND 
Cleveland 1, Ohio 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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signed machines to give this 
Free 
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Bank of Montreal women employees 
earn from $1,000 to $1,890. 

The newspaper reports gave specific 
examples. of what the banks were 
doing in the way of salary for war 
veterans from the time of their enlist- 
ment to their return to the bank. They 
gave details on pensions, group insur- 
ance and holiday arrangements. 

“Prospects in the banking business 
are bright,”’ superintendent John Mac- 
Rae is reported as stating. “Fewer 
men are being engaged to do machine 
and teller’s duties, which are being 
done mainly by women, with the 
result that a man may expect advance- 
ment to executive posts earlier in life 
than heretofore.”  . 

The publication of these statements 
and salary figures is a big step forward 
in Canadian bank public relations, and 
should bear fruit in combating politi- 
cal pressure against the banks. 


* o * 


Foreign Trade Revival 


Financing of foreign trade through 
Canadian banks is gradually resuming 
pre-war status. Most Canadian banks 
are now able to issue letters of credit 
and arrange prepayment of accounts 
covering imports from many European 
and other countries. Only Germany, 
Albania, Austria, Estonia, Latvia, 


Lithuania, Memel and Poland in 
Europe, and Japan, Korea, Formosa, 
Japanese mandated islands, French 
Indo-China and Netherlands East 
Indies in Asia, are still on the black 
list of countries with which Canadians 
may not yet do business. 

Certain classes of goods still are on 
the banned list for export and import 
from European and Asiatic countries. 
Little difficulty is experienced in ob- 
taining prepayments up to $25,000, 
with importation to be completed 
within three months. Letters of credit 
to enable Canadian business men to 
travel abroad are good for six months 
now. Changes occur daily, so that 
some of the restrictions of the Ca- 
nadian Foreign Exchange Control 
Board on international monetary trans- 
actions at this writing may be lifted 
by the time this appears in print. 

Canadian foreign trade is being 
stimulated by Canadian dollar loans 
through the government’s Exports 
Credits Insurance Act and government 
loans to wartime allies. Great 
Britain has been granted a 50-year 
loan of $1,250,000,000, with repay- 
ments and interest starting only in 
December, 1951. Other countries 
have been given shorter loans. Bel- 
gium has a credit of $25,000,000 to be 
repaid between 1947 and 1976, and a 
further credit for $75,000,000 has been 









Original 
Neutra-Tone 
Gray 


EXECUTIVE STEEL 
FILES AND DESKS 








Proficiency Is Essential 
In Office Planning 


This “Y and E” Styled Executive File and Style-Master 
Executive Desk in steel are companion pieces of a dis- 
tinctive office group. They reflect good taste, personal 
dignity and progressiveness in the modern office. 


The style and warm gray color of the famous “Y and E” 
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Foremost For More Than Sixty-Five Years 
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-YAWMAN~0FRBE MFe.. 


1044 JAY STREET, ROCHESTER 3, N. Y. 
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Perforating is the SAFE way to 


cancel withdrawal slips. 
Perforations can not be altered. 
Perforations are permanent. 


“You can’t erase a hole!”’ 






MODEL 


39 


H A N OD 
OPERATED 








Specialists in manufacturing perforators, 


SINCE check endorsers, check signers, receipters. 


1887 








“Safeguarding your transactions.” 
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MODEL 


300 


PORTABLE 
ELECTRIC 
PERFORATOR 


Many of the nation’s largest banks use Cummins perforators 
to cancel withdrawal slips, checks and other negotiable 
papers. Perforations are recognized as unqualified pro- 
tection. | 


























Model 300, illustrated above, is a powerful . . . compact 
...portable... heavy duty electric perforator: Automatically 
perforates 16 average sheets upon. insertion. 


Model 39, shown at left, is hand operated ee lightweight 
... portable. Perforates 12 average sheets at a stroke. 


For your safety use Cummins perforators for all cancella- 
tions. The coupon below will bring you more detailed 
information. Mail it today! 





Cummins Business Machines 

Division of A. S. C. CORPORATION 

Formerly CUMMINS PERFORATORS 

4740 Ravenswood Avenue, Chicago 40, Illinois 


Please send complete information on the perforator checked below: 


(] Model 300 Portable Electric Perforator 
[] Model 39 Hand Operated Perforator 











Name. Title 
Company. 

Address. 

City. Zone State. 















Gillette Safety Razor Company’s 
Purchasing Agent, F. J. Hines, ex- 
pert buyer of steel, paper and other 
products, has devised a Bond Paper 
Pie Chart. Mr. Hines shows in their 
relative importance the character- 
istics he demands in bond paper 
Gillette uses. He is the first tonnage 
buyer to include formation of the 
sheet with appearance as the most 
essential qualities in bond paper. 
Write us for the illustrated story 
of the Gillette Company, printed in 
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F. J. Hines, Expert 
Buyer, Makes Bond 
Paper Pie Chart 


color on Certificate. Do you know 
that Gillette is the world’s leading 
manufacturer of razors and blades, 
and that one can buy Gillette blades 
in the most remote countries, jungle 
towns, and out-of-the-way spots all 
over the world? We are glad to 
send you this piece because Gillette 
uses Certificate, which is balanced 
for modern, fast printing, office 
printing, and typewriting needs by 
the correct pop test, tear and fold- 
ing endurance for its fiber content. 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass. 








The Certificate Family of balanced papers, bond, opaque, ledger 
and index, is fabricated for modern production needs, letterpress 
and offset, and for typewriters and office printing machines. 















arranged, both loans at 3 per cent. 
China has been issued a 3 per cent loan 
of $60,000,000, to be repaid between 
1948 and 1977. Czechoslovakia has a 
2% per cent loan of $19,000,000 to be 
repaid between 1950 and 1954. France 
has a 3 per cent loan of $242,500,000 
to be repaid between 1947 and 1976. 
Netherlands has a 3.05 per cent loan 
of $125,000,000 to be repaid between 
1950 and 1976. Netherlands Indies 
has a credit in Canada of $15,000,000 
at 2.25 per cent, to be repaid between 
1950 and 1954. Norway has a loan of 
$13,000,000 at 2.75 per cent, repayable 
between 1951 and 1959. Russia has a 
$3,000,000 loan at 2 per cent repayable 
in 1950. 


Foreign Exchange Report 


Likelihood that the Foreign Ex- 
change Control Board will stay in 
operation was expressed by Graham 
Towers, governor of the Bank of 
Canada, at a press conference at 
Ottawa June 5 on the occasion of the 
tabling in Parliament of a report by 
the Foreign Exchange Control Board. 
“If we did not have foreign exchange 
control, we would be in a very vulnera- 
ble position,”’ he declared. He would 
not state whether there would be a 
change in the present U. S.-Canadian 
exchange rate which places U. S. 
dollars at a premium of 10 pér cent in 
Canada. This rate has been in effect 
since September, 1939. 

The FECB report was the first 
intimation of Canada’s exchange situ- 
ation since the start of the war, one 
of the best kept war secrets. The re- 
port revealed the dangerously low 
level to which Canada’s gold and U. S. 
dollar reserves fell at one of the most 
critical periods of the war. In Janu- 
ary, 1942, following a reduction of $85 
million in the preceding four months, 
they had fallen to $174 million, an 
amount barely sufficient to pay for 
Canada’s import requirements at that 
time for a further six weeks. From 
that low point the trend was reversed, 
as a result of various measures of 
exchange mobilization and conserva- 
tion and special receipts of U. S. dol- 
lars consequent upon the American 
entry into the war. By the end of 
1945 Canada’s holdings of gold and 
U. S. dollars had risen to $1,508 mil- 
lion. 

The only remaining wartime foreign 
exchange control restriction is over 
export of capital, and the report indi- 
cates that the FECB has introduced 
various relaxations in the administra- 
tive policies in connection with such 
transactions since the early part of 
1943. 

The report also covers sterling ex- 
change operations. 
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THE Iayporoved 
HERRIN ls Fi 

How is it at your bank? Summer’s here. Noon closing? Saturday 
closing? Plus Holidays! So far as your depositors are concerned, these 
are intervals over which your bank has ceased business. Consider the 
Herring-Hall-Marvin Circular Night Depository ... the bank that 
never closes its doors! It accepts the depovitor’s daily receipts. Relieves 
him of worry against loss by fire, burglary, holdup. Encourages him 


to increase his deposits. Wins new friends for yotr bank. Builds for 
your bank continuously in community prestige and good will. 





| 


SVALBARD EY” 


The Herring-Hall-Marvin Circular Night Depository is the most imposing installa- 
tion in its class. Cast in bronze or aluminum. Over twenty inches wide. Simple and 
speedy operation. Drill-and-torch-resisting entrance. Drill-resisting lock. Heavy chute 
fully welded. Steel baffles and baffle door. Heavy steel night safe with 314-inch 
door and certified relocking device. Write for descriptive folder. 


HERRING-HALL-MARVIN SAFE CO, “*ziszoz.ct"2 


& 

In New York, Chicago, Boston, Washington, 
St. Louis, Atlanta, Houston, Philadelphia, 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes Los Angeles, Detroit, Pittsburgh 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT OTHER AGENCIES ALL OVER THE WORLD 


Manufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and 
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LET DEFOE SHOW HOW 


The custom yacht interiors shown in the photographs 


are typical of Defoe's fine workmanship. - » For ee in design and workmanship 


more than forty years, Defoe’s rule has been that 
everything must be made to look well, to perform per- 


— a 
fectly and to give the buyer top value for his money. ee IN comfort and convenience 














if heres you buy Defoe you will acquire a fine heritage 
of beauty and common sense in design brought into 
being by workmen skilled in a traditionally fine craft. And 
remember, Defoe builds homes—the kind that fit naturally 
into any American couple’s scheme of living. No trend to- 
ward freak design has been permitted and there will be no 
compromise materials or construction methods employed. 




















program which will necessitate changes in the original program for the construction 
of Defoe Homes. The brochure offered in the attached coupon shows architect's draw- 
ings of several houses which can be built by the Defoe system. It also explains how the 
Defoe method works and pictures some of the unique features which Defoe will offer. 


City and State 





~~ 7 
HOUSING DIVISION | Date 
DEFOE SHIPBUILDING COMPANY Dept. BCH-7 : . 
| BAY CITY, MICHIGAN | ‘S 
| Please send me the descriptive bro- | 
| P | 
chure on the new Defoe Homes. .\ HOMES J 
1 Name | : 
| | The Federal Government has just announced details of a nation-wide emergency housing 
| Street | 
| | 
| | 
= all 
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BOOKLET 


COUNTER 








These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





U. S. Government Obligations 
. - » A booklet which summarizes in 
graphic form current information on 
“governments.” A convenient refer- 
ence source, it also traces important 
trends of the money market. 


RFC Small Business Activities 
- - - A description of the growing 
role which the RFC is taking in the 
financing of small enterprises, and the 
Blanket Participation Agreement Plan 
under which more than 3,300 banks 
are now authorized to make loans 
under a take-out arrangement. 


Nine Keys to Sound Mortgage 
Management . . . Notable example 
of how a bank has very effectively pro- 
moted its mortgage management serv- 
ice. Well illustrated with photographs, 
testimonial letters, etc. 


General Housing Bill S. 1592 
- -- A research report on the Wagner- 
Taft-Ellender housing bill, one of the 
most important and_ controversial 
pieces of legislation before Congress. 


Handling Publicity ... A help- 
ful, practical guide toward getting 
favorable news about the bank or 
other lending institution in newspapers 
and other publications. 


Unauthorized Access... Worth 
reading by both management and safe 
deposit employees is this discussion of 
the pitfalls to be avoided in the grant- 
ing of access to deposit boxes, by the 
president of the New York State Safe 
Deposit Association. 


Making Your Home More 
Attractive With Glass . . . Latest 
developments such as the double- 
glazed insulating window, full walls of 
plate glass, picture and corner win- 
dows, are included in this 28-page 
booklet. 


America Builds—Your Oppor- 
tunity ...A market study of facts 
behind the housing headlines provoked 
by today’s shortages. 


Modern Homes by Modern 
Methods... A very lucid and well- 
illustrated presentation of the advan- 
tages of prefabrication, by the Pre- 
fabricated Home Manufacturers’ In- 
stitute. The booklet describes the 
mass production techniques involved, 
explains the economies involved, and 
pictures many factory-built homes. 


4 Degrees of Home Electrifica- 
tion . . . This booklet by means of 
floor sketches depicts four varying 
examples of the extent to which electri- 
cal equipment may be utilized in a 
home, depending on the family budget, 
and in each case the wiring require- 
ments are cited. 


Housing booklets with valuable information for financial institutions 





# 
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“FOR PERMANENT 
RECORDS,” 
says KING COTTON, 
“PICK. 
PARSONS PAPERS” 


PARSONS LINEN LEDGER and 
PARSONS INDEX BRISTOL are 
100% new cotton fiber and 
that means a tough, perma- 
nent record. They take a lot 
of handling and they stand 
rigid in your files, with no 
tired, dog-eared corners. 

PARSONS INDEX BRISTOL is 
made in white and five colors 
to simplify your classification 
problems. These permanent 
record stocks have every qual- 
ity needed for either machine 
or manual record forms... 
And for deeds, contracts and 
important correspondence, 
use PARSONS BOND (100% new 
cotton fiber). 
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PARSONS PAPER COMPANY 
HOLYOKE, MASSACHUSETTS 
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Lost Among the Bureaus? 


@ Quickened by the war, the demands upon government to perform 
more and more services for the protection and well-being of its 
citizens have multiplied almost unbelievably. The result has been 
a bewildering growth in the number, the variety, and in the dealings 
and fields of activity of federal bureaus, offices, and agencies. . 



























And with this growth in administrative agencies, the complexities 
of administrative procedures have kept pace. So, if you are con- 
cerned with government contracts— or wage disputes ...if you have 
questions involving interstate operations — or price-fixing or federal 
financing .. . and you must know what agencies to contact and how 
to go about contacting them successfully... 


If you are like most of us...in the dark largely about govern- 
mental departments, bureaus, commissions, and the scores of federal 
agencies whose operations and very names have seemed to change 
almost over night... 





... then this new improved and streamlined CCH reporter — 
Federal Administrative Procedure — especially designed to keep you 
in constant, continuing touch with the what and why and how-to-do-it 
of practice and procedure — of practically every governmental 
department, office, bureau, agency, or activity of importance — will 
be of special interest to you! 


Write for Complete Details 


PUBLISHERS OF TOPICAL LAW REPORTS 


Ped ComMERCE) CLEARING; HOUSE; ING,, 


New Y WASHINGTON 4 
Empine Stat 


1 Cwicaco 1 
« B.L0G. 214 N. MICHIGAN Ave. MUNSEY BLDG. 


” pa aoe 


FEDERAL ADMINISTRATIVE PROCEDURE 


PRACTICE AND PROCEDURE BEFORE FEDERAL AGENCIES 
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COURT DECISIONS 
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By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Security Underwriting O.K’d 
for Directors 


Several directors of a national bank 
were removed from office as directors 
by a Federal Reserve Board order be- 
cause they were employees of a large 
investment firm. The ousted direc- 


tors appealed from the Board’s order . 
to the Federal courts, and in a lengthy, | 


well-reasoned opinion the United States 
Court of Appeals for the District of 
Columbia ruled that the Board had 
exceeded its powers in removing the 
directors in question. 

“The controversy,” said the court, 
“revolves around the meaning of the 
words ‘primarily engaged’ in the follow- 
ing statute: 

** ‘No officer, director or employee of 
any corporation or unincorporated 
association, no partner or employee of 
any partnership, and no individual, 
primarily engaged in the issue, flota- 
tion, underwriting, public sale, or dis- 
tribution, at wholesale or retail, or 
through syndicate participation, of 
stocks, bonds, or other similar securi- 
ties, shall serve the same time as officer, 
director or employee of any member 
bank except in limited classes of cases 
in which the Board of Governors of 
the Federal Reserve System may allow 
such service by general regulations 
when in the judgment of the said 
Board it would not unduly influence 
the investment policies of such member 
bank or the advice it gives its cus- 
tomers regarding investments.’”’ (12 
U.S.C.A. 78.) 

The Federal Reserve Board had 
assembled data indicating that the 
firm by which the ousted directors 
were employed ranked among the first 
ten underwriting concerns in the 
United States. The court did not 
controvert this, but said: 

“By no quantitative test shown in 
this record can the firm employing 
these directors be held to be principally 
or chiefly engaged in underwriting. 
Whether measured by volume, by in- 
come, or by number of transactions, 
its business is principally brokerage. 
(Based on the Board’s own data.) On 
the other hand, its underwriting busi- 
ness is substantial, and it ranks high in 
the relative dollar amount of such 
business among concerns in the United 
States. So, if substantial business 
other than the chief or principal busi- 
ness be considered, the company is 
within the statute. Thus, the question 


narrows to this:. Does ‘primarily en- 
gaged’ mean chiefly, principally en- 
gaged, or does it mean simply sub- 
stantially or importantly engaged? 
‘***Primary’ when applied to a single 


subject always means first or chief or 
principal. A concern’s ‘primary ac- 
tivity’ is never one of several; it is 
always the first or chief or principal 
activity. And so it is with ‘primarily.’ 
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IS THE PRICE OF PROFIT 


Coie call for heads-up bank operation. 


Periodic analysis of the bank’s investments is a 


correspondents. Advice is given with tax posi- 
tion, liquidity and individual requirements in 


mind. Call us. Write us. See us. 








NINTH AND WASHINGTON - ST. Louis (1) 
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“One would never say that a person 
is ‘primarily concerned’ or ‘primarily 
interested’ or ‘primarily engaged’ in a 
specified single activity, if the idea 
sought to be conveyed was that the 
named activity was a lesser among 
several important activities. To say 
that such an expression conveys that 
idea is clearly erroneous. 

“The Board’s position is that the 
firm by which the directors are em- 
ployed is ‘fundamentally’ or ‘primarily’ 
engaged in both the brokerage business 
and the underwriting business. Such 
a conclusion is simply not true. The 
activity in which the concern is in fact 
secondarily engaged cannot be made 
its primary engagement. 

“The expression which Congress 
chose to use in this statute is an ordi- 
nary one, and in ordinary usage cer- 
tainly refers to the chief or principal 
activity in which the company is en- 
gaged. In dealing with practical 
matters Congress does not consciously 
utilize obscure meanings of ordinary 
words to convey its intent. We should 
not impute to it either an ineptitude 
or a departure from its custom. 

“So far as the words, ‘primarily en- 
gaged’ and their ordinary and normal 
meaning are concerned, the matter 
before us is clear and without difficulty. 
The sum of the matter is that we 
simply do not see how it can be said 
that a company is primarily engaged 
in underwriting, when underwriting is 
not, by any standard of measurement 
shown by the record, its chief or 
principal business. The Board strains 
at the language in order to achieve a 
result which it believes to be desirable. 
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“It may be, as the Board urges, that 
as a matter of policy, the national 
banking system should be divorced 
completely from concerns engaged in 
underwriting; but that question is not 
before the courts. Our function is 
merely to determine what Congress 
actually did in the statute before us. 
The Board could, and, if it so feels, 
should, present to the Congress its 
views on the problem of policy.” 
(Agnew vs. Board of Governors, 153 
Federal Reporter, Second Series, 785.) 


+ ¢ 2 


Accommodation Note With 
Security 


A Texas bank sued a Mrs. Wells on 
her promissory note which she had 
executed in favor of the bank as payee. 
Mrs. Wells resisted the suit on the 
ground that the note was an accom- 
modation instrument on her part since 
she received nothing for executing it. 

One of the points made by the bank 
was that, a few days after she executed 
the note, the bank’s president gave 
her his personal note for the same 
amount as the note in suit, which was 
secured by stock in the bank. In view 
of that consideration and security, the 
bank argued, her note was not an 
accommodation instrument. 

“The only evidence in the record 
with reference to the transaction be- 
tween Mrs. Wells and the president 
of the bank is the testimony of Mrs. 
Wells herself,” the Supreme Court of 
Texas pointed out. “It cannot be said 
as a matter of law that the transaction 
with regard to the president of the 








provides a 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 


Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 


~ 


TORONTO, CANADA 





320-46 a 
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bank giving his personal note, to- 
gether with shares of stock as collateral 
to Mrs. Wells, a few days after she 
executed and delivered the note in 
suit, had the effect of changing the 
status of Mrs. Wells from an accom- 
modation maker to that of a maker for 
value. 

“The evidence of Mrs. Wells is 
sufficient to support the inference that 
the president delivered his personal 
note and collateral to Mrs. Wells for 
the purpose of relieving her of any 
chance of loss in lending her credit to 
the bank. It cannot be said, in the 
absence of a jury finding to the con- 
trary, that Mrs. Wells is not an 
accommodation maker of the note in 
suit. It has been held in other juris- 
dictions that the accommodation 
party’s having taken security for the 
loan of his credit does not prevent 
the paper from being accommodation 
paper.” 

When the bank president died Mrs. 
Wells filed a claim against his estate on 
the note she had received from him 
and collected $575. This, the court 
ruled, did not preclude her from 
setting up the defense that she was 
an accommodation maker of her note 
to the bank. (Whitesboro National 
Bank vs. Wells, 184 Southwestern 
Reporter, Second Series, 276.) 


o 7 « 


Can Compel Bank to Account 


A recent Tennessee case strongly 
suggests that a bank may become in- 
volved in litigation as a result of trying 
to follow a customer’s instructions to 
proceed with an “irregular” trans- 
action. 

In that case the holder in due course 
of a negotiable note requested pay- 
ment of the maker when the note was 
due and was told that a Mr. S. J. 
Norris (not a party to the instrument) 
would pay the note through his bank. 
The holder contacted the bank, which 
obtained from Mr. Norris a letter 
authorizing the bank to pay the note 
and charge it to Mr. Norris’ account. 

Accordingly, the bank paid the note, 
stamped it paid and mailed it to Mr. 
Norris after charging it to his account 
as instructed. The bank had made 
payment by mailing its cashier’s check 
to the holder. 

When Mr. Norris received the note, 
he telephoned the bank refusing pay- 
ment, stating that he was not a party 
to the note and was not liable on it. 
The bank then canceled the ‘“‘Paid” 
stamp on the note and requested the 
holder to return the cashier’s check, 
which he did. 

The holder then sued the maker on 
the note, but the Tennessee court 
would not permit him to recover. 

“The bank,” said the court, “‘fol- 
lowed the instructions of its depositor, 
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actually made the transfers and sent 
the draft of the bank to the holder of 
the note as a remittance for the money 
collected by charging the note to 
its depositor’s account as instructed. 
Nothing was left to be done. The deal 
was closed. The transaction was com- 
plete. Thereafter, the holder must 
look to the bank to account for the 
money thus collected by it in payment 
of the note. 

“In the case before us, the bank was 
the agent of the holder for the collec- 
tion of this note. The note was paid 
and discharged when the bank charged 
the same to the account of S. J. Norris 
upon his written instruction to do so, 
he having funds in the bank sufficient 
to pay the note. 


**Thereafter S. J. Norris was in no- 


position to revoke his former authority 
to pay the note. The payment and 
discharge being a complete transaction 
the bank had no right to set the pay- 
ment and discharge aside or to refuse 
to pay the holder the amount which it 
had received for the note. 

“The remedy of the holder was to 
compel the bank to account for the 
amount which it had collected on the 
note. The maker cannot be held liable 
to the holder on the note after it has 
been paid and discharged.” (Ellis vs. 
Cravens, 193 Southwestern Reporter, 
Second Series, 97.) 
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NEW BUSINESS 


(CONTINUED FROM PAGE 17) 


quate, though not excessive, salaries. 

For one thing, we do not look upon 
our. people as having been employed 
to do so many hours of work a day, 
though we do, of course, carefully 
observe wage and hour regulations. 
We look upon them as having been 
employed to do a job. We tell them 
that if they finish their work early 
they are at liberty to go home. For 
another, we would never hire a new 
employee at a higher starting rate than 
an old employee for similar work. We 
do not believe that that is a fair 
practice. 

On the matter of salaries, we try to 
give full consideration to the responsi- 
bilities and requirements of bank work. 
It is also our policy to take the initi- 
ative on salary adjustments and to 
base our adjustments or increases on 
the quality and quantity of the work 
produced. We review our records 
frequently, sometimes as often as 
every sixty or ninety days, but always 
more than twice a year. Prompt 
recognition of merit, we feel, is most 
important. This gives individual con- 
sideration to each employee and avoids 
the possibility of overpaying some and 
underpaying others. 


We began the payment of bonuses 
to our staff some years ago, prior to 


the beginning of the war. At one time © 


these were paid every two years, but 
our present plan is on a yearly basis. 
The total amount of the bonus is 
determined by directors and represents 
a share of the bank’s profit. Individual 
bonuses are determined by the length 
of service and salary received. 

In 1944, we provided space in the 
basement of the bank for employee 
meetings. These are held once a 
month, and are managed entirely by 
employees. Some of the meetings are 
social gatherings and others are educa- 
tional. Frequently officers and em- 
ployees are invited to address the 
meetings on various phases of the 
bank’s operations, and a number of 
discussions have taken place on cus- 
tomer and public relations. 

Our staff consists of twenty-eight 
employees and six officers. We had 
only four officers up to the first of this 
year when we named two new assistant 
cashiers. 

From the beginning we have en- 
deavored to establish a reputation for 
our bank as ““The friendly bank.” We 
have wanted the bank to be known as 
the bank where anyone could come to 
discuss his financial problems and be 
welcome. Whenever we have dis- 
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cussed public relations with our people, 
and we have discussed it with them 
often in the past, both individually 
and in meetings, we have stressed the 
great importance of friendly service. 
We have pointed out that to the public 
each of them is as much a part of the 
bank as any of the officers. 

A program such as ours is, of neces- 
sity, a long range program. It is not 
something that can be carried for three 
or four months and then dropped. 
Even though we feel that we have 
already achieved a good measure of 
success and that our staff is doing a 
very good job, we are carrying the 
program forward through our meetings 
and through personal talks with our 
people. All of us are particularly 
proud of the fact that we did not lose 
any ground in this respect during 
the war. 

Another phase of our activity that 
fits closely into our public relations 
program is our method of handling 
operations. First of all, our procedure 
has been planned and developed with 
considerable care. Second, it has’ been 
our policy to supply our people with 
the best and with sufficient equipment 
to do their work. This simplifies the 
work and makes it easier. 

Our teller operation, which is being 
handled by five women and one man, 
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is a good example. We have supplied 
them with the newest and most modern 
equipment, with the result that they 
can handle the teller function faster 
and have more time to recognize cus- 
tomers and make them feel that we 
are glad to see them. 


OUR operations are under the direct 
supervision of Vice-president Alpha 
B. Gray. He has carried our simplifica- 
tion program throughout the bank, 
from the tellers’ cages to the proving 
and bookkeeping departments and to 
the preparation of our reports. One 
result is that we have been able to 
handle a larger volume of work with 
fewer employees than is customary. 

Another result of our simplification 
program is that we are able to get 
daily reports on our operations that 
are extremely helpful both from a 
management and a public relations 
standpoint. One of these is a daily 
statement of condition, another is a 
bookkeeper’s daily report and the 
third is a list of notes. 

The daily statement is both a state- 
ment of condition and a statement of 
operations or earnings. It is unusual, 
we believe, for a bank of our size to 
prepare such a statement. It is figured 
on a cash basis and is the result of our 
operating procedure, which is directed 
all along the line toward its prepara- 
tion. At the end of each day’s work 
the proof desk supplies the general 
ledger bookkeeper with a daily balance 
sheet of debits and credits to general 
ledger accounts. With the posting of 


this information, the general ledger 
bookkeeper is in position to prepare 
A copy of the 


the daily statement. 
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statement is reproduced on page 16. 

The bookkeeper’s daily report shows 
new accounts opened, closed accounts, 
overdrafts, and certificates of deposit 
issued. This information is put into 
immediate use in our public relations 
program. First of all, we mail a letter 
to those opening new accounts, express- 
ing our appreciation and inviting them 
to consult our officers. A similar letter 
is addressed to those reopening ac- 
counts. We then review the names of 
those closing accounts and in some 
cases address letters to them, depend- 
ing upon the circumstances. 

The daily list of notes is a listing of 
new notes, renewals made and notes 
paid. While it is essentially a manage- 
ment report, it frequently provides 
opportunities for aiding the public 
relations program. 

We have gained something of a 
reputation for our operating methods, 
both among customers and other 
banks. We frequently show customers 
the various steps involved in handling 
their accounts. Also, we have many 
visits from other bank officers who 
usually come to study some specific 
phase of our operations. 

The new business development phase 
of banking, it seems to us, offers the 
greatest possibilities in public relations. 
If we doubt that, we need only turn 
our ear toward Washington to catch 
the discussions on the future of interest 
rates and on bank government bond 
accounts. I suppose it may be pos- 
sible for sometime to operate a bank 
on the basis of its bond account, but I 
do not think it is desirable and I do 
not think very many banks are plan- 
ning to do it that way. 
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What we are doing, and expect to 
continue doing, is to broaden our 
credit services and our banking serv- 
ices to reach as many of the people of 
Lafayette and the surrounding area as 
possible. We are going to continue to 
handle our bond account to the best 
of our ability, but we are going to turn 
our major attention to banking. 

That does not mean, of course, that 
we are not going to give our full sup- 
port to the sale of U. S. Savings Bonds, 
as we gave it to the sale of War Bonds 
during the war, because we think that 
is a necessary and desirable part of the 
Treasury’s program. 

Our new consumer credit department 
that we opened January first is one 
example of what we have in mind. 
This was opened in its own quarters, 
and with a separate entrance into the 
bank building. It is open longer hours 
than the other departments of the 
bank to serve customers. In our first 
four months of business we have made 
194 loans, for a total of $57,310. We 
are making personal loans, automobile 
loans, appliance loans, farm machinery 
loans, furniture loans and _ others. 
The manager of our consumer credit 
department is spending a good deal of 
his time calling on dealers and others 
arranging for bank financing of their 
sales. We are also handling Title I, 
Modernization loans and expect to 
obtain a substantial increase in volume 
of that business. 

Beyond that, we are today giving a 
great deal of study to loans to veter- 
ans. We are, in fact, receiving many 
applications for home, farm, and busi- 
ness loans and have already approved 
a number of them. We are also mak- 
ing regular FHA mortgage loans, regu- 
lar farm mortgage loans, and long-term 
farm mortgage loans under the plan 
provided by some of the larger life 
insurance companies. 


[N our lending to farmers, we have 

also been making crop loans, feeder 
loans, farm equipment loans and others 
for many years. So far, we have not 
employed a full-time country man 
because our cashier, Mr. Perry Davis, 
is well acquainted with the farmers in 
our territory. He owns and operates 
two farms himself, supervises a number 
of others and makes many calls on 
farmers. We maintain a farm credit 
file and make it a point to give prompt 
decisions to farm loan applicants. We 
also make it a point to let them know 
we appreciate their business. 

We have also done considerable work 
in the development of trust business. 
We have handled practically all of the 
corporate trust work for Purdue Uni- 
versity and have also obtained a num- 
ber of living trusts, agency accounts, 
life insurance trusts, estates and guard- 
ianship accounts. 

The serving of a constantly increas- 
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ing number of people and the develop- 
ing of new services to meet their needs 
is the best form of public relations we 
know of. 

It is our policy to do that, and also 
to tell the public through advertising 
what we are doing and what we have 
to offer in banking service. We have 
been using advertising sinte the time 
of our organization. We have made 
greater use of it, I believe, than most 
institutions of our size. 

In the past, besides advertising our 
services, we have used space periodi- 
cally to point to the growth of our 
bank. Currently, our advertising is 
appearing every day, except Thursday, 
in the local newspapers. A large part 
of this, but not. all, is devoted to the 
promotion of our consumer credit de- 
partment. In this we are featuring the 
*“‘Bankloan Plan’’ developed by the 
American Trust Company, San Fran- 
cisco, and offered to other banks. We 
are also advertising in the local busses. 
Occasionally, we use radio. An ex- 
ample was its use during the holidays 
to acquaint the public with our 
Christmas Savings Club. We also 
prepare folders, booklets and other 
material from time to time. 

The results of our bank’s public 
relations program, we feel, have been 
very satisfactory. We developed a 
method of testing the results back in 
1937 that we have continued. We 
wanted something beyond the growth 
of deposits and hit upon the idea of 
carrying figures on the net increase in 
new accounts per day. For 1937, we 
showed a net increase of two new 
accounts per day. This figure has 
increased in each succeeding year. For 
1944 it stood at 3.22 new accounts net 
per day. For 1945 it was four, and 
for the first four months of 1946 it is 
at the rate of 6.32 new accounts net 
per day. 

In conclusion, we think that the 
need for merchandising bank services 
and for developing an aggressive pub- 
lic relations program will be greater in 
the period ahead than it has in the 
past. Competition is certain to be 
keener, but there is still plenty of 
opportunity for the bank that wants to 
go ahead. 


FARM 
MORTGAGES 


(CONTINUED FROM PAGE 21) 


entirely an individual farmer’s con- 
cern. The community, the state, and 
the nation are all involved. It must 
be recognized that soil conservation 
improvements are essentially capital 
investments. Consequently, it is neces- 
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sary in the interest of both the farm 
borrower and the lender to develop a 
type of credit accommodation that 
will extend over a period of years. 


2 


Soil Types 

T. M. Bushnell, Professor of Agronomy, 

in charge of Soil Survey, Purdue University 

It is important for both the farm 
loan appraiser and the lending officer 
to understand the fundamental dif- 
ferences in the productivity of various 
soil types. There is a very close 
association between the productivity 
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of the soil and the debt paying capacity 
of the farmer who cultivates the soil. 

No bank officer should be expected 
to become.a soils technician. How- 
ever, he should learn the distinguishing 
characteristics of perhaps half a dozen 
soils common to the area in which he 
operates. 

Sd 


Credit Considerations 
Walter B. Garver, Agricultural Economist, 
Federal Reserve Bank of Chicago, Chicago, 
Illinois 
Agriculture has a number of impor- 
tant characteristics which make its 
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financing different from that of most 
industries. The lender who would 
operate effectively in agriculture must 
be familiar with these characteristics. 

The first is concerned with its physi- 
cal nature. Agricultural production 
depends upon the weather. A farmer 
may have good income or poor income 
in a particular year due to circum- 
stances almost entirely beyond his 
control. 

The second is biological. Live stock 
production moves in definite cycles 
ranging from approximately fifteen 
years for cattle to five years for hogs. 
Income may be up or down depending 
upon the position of the cycle. 

The third is social. The farm is both 
a home and a business. The finances 
of the farm and family are usually 
intermingled. Moreover, the financial 
history of the average farm coincides 
closely with that of its individual 
owner. Consequently, the farm organ- 
ization frequently disintegrates upon 
the death of the owner. Lenders of 
long-term farm mortgage credit must 
never forget this. 

The fourth characteristic is eco- 
nomic. Farming is a highly competi- 
tive enterprise, with the individual 
farmer unable to do much about 
market conditions. It also makes 
agriculture subject to wide economic 
fluctuations. 

The fifth is occupational. Modern 
farming requires a wide variety of skill 
and ability. The farm operator who 
has the background and the training to 
operate effectively in this mechanized 
age can take full advantage of eco- 
nomic opportunities. 

The sixth is financial. The modern 
farm unit requires a considerable in- 
vestment by the operator, both for 
fixed and working capital. Real estate 
is a long-term investment. The ratio 
of income to capital is relatively low. 
The rate of capital turnover is slow. 
This subjects agriculture to the hazards 
of long swings of the business cycle. 
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Lines for Progress 


Dr. J. D. Black, Professor of Economics, 
Harvard University 


As the first line of progress, mort- 
gages to enable farmers to buy farms 
should ordinarily be made on an 
amortization basis and include varia- 
ble-payment provisions. It should 
not be necessary for farmers to commit 
themselves to contracts calling for 
payments they cannot make in years 
of crop failure or agricultural depres- 
sion. ; 

Second, mortgage loans should be 
freely available to enable farmers to 
get enough land to make an economic 
unit. The ones who really need it are 
those who already have mortgages on 
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small farms and are having difficulty 
carrying even the mortgage which they 
have because their farms yield such 
small returns; or their farms are not 
mortgaged but their earning power is 
so low on their present farms that 
lending agencies do not consider them 
safe risks. 

Third, farm mortgage loans should 
be more freely available for improving 
or raising the productivity level of 
farms without increasing their acreage 
much or any. Productivity could be 
improved by one or more of the follow- 
ing methods: draining wet portions of 
the farms, developing small-scale pump 
and other irrigation, pasture and range 
improvement, land clearing, terracing 
and other forms of erosion control, 
construction of needed farm buildings, 
and lastly, and probably most impor- 
tant of all, taking the country as a 


whole, woodland improvement. These — 


are excellent alternatives to buying 
more land. 

Fourth, either in the form of mort- 
gages secured by farm real estate, or 
in the form of chattel mortgages, loans 
should be obtainable for equipment, 
live stock, minor land improvements 
and the other intermediate-term pur- 
poses listed above. These should run 
for periods long enough to let the addi- 
tions to plant and equipment pay for 
themselves, and schedules of advances 
and repayments should be fitted to 
the earnings. 

Fifth, special consideration needs to 
be given to the financing of farm 
buildings, including dwellings, in the 
next decade or two. 

Sixth, an uncertain amount of what 
has been called “supervision” by the 
FSA can be provided to advantage by 
private agencies. The most important 
part of this supervision is the making 
of a good farm plan and program for 
the operation of the farm, and a 
schedule of advances and repayments 
adjusted to this program, with flexi- 
bility to allow for variations in income. 
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Live Stock Production 

R. H. Bauman, Associate in Agricultural 

Economics Extension, Purdue University 

Farm mortgage lenders should give 
increased attention to the pattern of 
live stock production which should be 
followed on farms given as security for 
loans. Throughout the entire area of 
the corn belt a good live stock farmer 
consistently has a higher net farm in- 
come than a good crop farmer. In 


handled in cases where money is being 
loaned on a live stock farm. 
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Grain Production 

N. S. Hadley, Associate in Agricultural 

Extension, Purdue University 

The limited grain producing areas of 
the world relative to roughage and 
pasture producing areas makes grain 
crops more profitable in areas where 
they are adapted. In the corn belt 
this means that a crop rotation should 
be planned which gives as much em- 
phasis to concentrated grain crops as 
possible and yet maintains fertility of 
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the soil. Corn should be given first 
place in a rotation since records in a 
number of corn belt states indicate it 
to be the most profitable staple crop 
in the corn belt. Alfalfa and sweet 
clover are the best producers of rough- 
age and soil improving materials. 
Alfalfa is also a high profit crop. 
* 
Farm Buildings 


Dr. H. J. Barre, Head, Department of 
 -pemegaeasen Engineering, Purdue Univer- 
sity 


Development of farm building has 
been notoriously slow compared with 
the development of farm machinery. 
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consequence, the debt paying capacity 
of the well operated live stock farm 
exceeds that of the well operated grain 
farm. On the other hand, a poorly 
operated live stock farm makes less 
income than a typical grain farm. 
Care should therefore be exercised 
that the live stock enterprises are well 
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The tendency has been to keep old 
buildings in repair and, when rebuild- 
ing becomes necessary, merely to re- 
place old structures with others of the 
same kind. After twenty-five years of 
badly needed repair, a tremendous 
market awaits manufacturers of mate- 
rial in the rural field. 

Some sort of new low-cost wall panel, 
which would incorporate the essential 
requirements of a roof and wall, is 
badly needed. Great progress has 
been made in devising new methods 
of handling live stock to eliminate 
much of the hard work on farms and 
this, in turn, will call for innovations in 
farm building construction. 

We don’t need as many different 
sizes and types of farm buildings as 
we once thought we did, but what we 
need are buildings that are more readily 
convertible to different uses. De- 
mountability of the larger type of 
buildings is highly desirable. 
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Agricultural Income 

J. Carroll Bottum, Professor of Agricul- 

tural Economics, Purdue University 

There are two general approaches to 
the problem of increasing the stability 
of agricultural income. The first of 
these embodies policies which seek to 
stabilize the general price level and the 
general economy. The second ap- 
proach embodies policies which seek to 
stabilize the farm income within an 
unstable general economy. Each of 
these approaches has powerful back- 
ing. 

Agriculture and the economy gener- 
ally will benefit most if it is possible to 
introduce a moderate degree of sta- 
bility in the general price level and the 
over-all economy. It will be possible 
to preserve a maximum degree of 
individual freedom for farmers as well 
as for other individual citizens. 

On the other hand, if agricultural 
policy moves predominately in the 
director of stabilizing farm income 


o 


within an unstable general economy, 
it is likely that individual farmers will 
find themselves subjected to an in- 
creasing number of controls involving 
production, marketing, and prices. 
This will probably mean support prices 
for certain farm products, government 
payments to farmers, a two-price plan 
for certain agricultural products, and 
rather rigid quotas on production for 
individual farmers. 
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A. B. A. ‘‘Principles”’ 


A. G. Brown, Deputy Manager, American 

Bankers Association 

Not only the amount, but the terms 
upon which it is borrowed is of great 
importance in protecting the borrower 
and his community from trouble when 
deflation occurs. We should help our 
farmers to anticipate their credit needs 
and to develop a sensible and workable 
program for borrowing and repaying 
their operating credits. The amortized 
loan has done a great deal to make it 
safe to extend bank credit for a long 
term on farm real estate. It can be 
safer for both borrower and lender, if 
the contract permits advance pay- 
ments on principal and provides for 
rapid repayment when made during 
periods of high income, until reduced 
to an amount that can be carried with 
lower income. This is sensible and 
realistic and gives cognizance to an 
age-old adage to “‘prepare for the lean 
years during times of plenty.” 

Each of you has been given a copy 
of a statement recently issued by the 
American Bankers Association, “‘Prin- 
ciples of Farm Mortgage Financing.” 
Because country banks are going to 
have an opportunity to make many 
farm mortgage loans in the period just 
ahead, the Agricultural Commission 
of the A. B. A. was assigned the task 
of setting out in one-two-three order 
the desirable procedures which it was 
felt should constitute safe and sound 
farm lending methods. 
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G. 1. RENTAL PROJECT 


(CONTINUED FROM PAGE 19) 


board of directors, of the construction 
and operation of the housing project. 
To them will report the salaried man- 
ager, who will be a veteran, live on the 
premises, and have under him three 
assistants. Their salaries will be paid 
by the corporation. The bank repre- 
sentatives will serve without com- 
pensation. 

One of the most important details 
to be worked out was the method of 
selecting the G. I. families to occupy 
the 152 apartments made available 
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through the development. It was 
realized that the demand would far 
exceed the supply, and that much of 
the good will derived from the project 
could be nullified unless the method of 
screening applicants was carefully de- 
vised. The procedure will be as fol- 
lows: 

An anonymous committee con- 
sisting entirely of non-bankers will 
be formed shortly, and this group will 
have complete charge of renting the 
apartments subject to whatever gen- 
eral rules the board of directors of the 
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housing corporation may lay down. 

A special application form will be 
developed to aid in screening the 
applicants, and will be readily avail- 
able at the banks or local newspapers. 
It will provide space for details as to 
length of war service, family status, 
earnings, memorandum ofoutsideworth, 
and the urgency for housing facili- 
ties. Ample notice will be given, and 
a period of three or four weeks will be 
set for receiving the applications, which 
will be mailed to a post office box 
number. ; 

That there will be a heavy demand 
for the apartments is assured not only 
from the scarcity of such rental facili- 
ties, but also because of the highly 
attractive plans which have been 
drawn. In this, a local architect was 
given the assistance of such experts as 
Myron Hendee, chief land planning 
consultant of the FHA, and Alfred C. 
Gertis, chief underwriter of the FHA’s 
Buffalo office. Housing projects in 
New Jersey were visited, and the best 
ideas gleaned from them. 


HE final result will be “Fernwood 

Park,” consisting of 38 pleasingly 
grouped two-story units, each con- 
taining four apartments. It will bea 
garden-type development, with only 
30 per cent of the tract being devoted 
to buildings and 70 per cent being 
reserved for landscaped grounds. Ex- 
terior treatment will be varied to avoid 
the monotonous institutional look of 
row upon row of uniform structures. 

Each apartment will contain a living 
room, two bedrooms, a bath with tub 
and showers, and a kitchen equipped 
with gas stove, refrigerator, and gar- 
bage disposal unit eliminating the need 
for unsightly garbage cans. A unique 
feature is that each apartment will 
have its own gas heating unit, and in 
this it will be the first housing project 
of comparable size to eliminate central 
heating. 

Each apartment will have its own 
entrance, for maximum privacy. Base- 
ment locker facilities will be provided 
for the residents. Three conveniently- 
located laundry centers will contain 
laundry trays, automatic washers on a 
meter basis, and drying rooms. 

Of course, in conversations and 
correspondence with bankers from 
other areas, some questions have been 
raised about possible objections or dis- 
advantages to such a bank-sponsored 
program. 

One point made was that a bad 
precedent might be set in the reduced 
rate of interest at which the banks 
were carrying the mortgage on the 
rental property. This matter of break- 
ing the interest rate was discussed 
quite thoroughly by the Rochester 
bankers, but it was believed to be 
justifiable in this instance, being purely 
the bank’s contribution to aid the 


returned veterans in finding proper 
housing facilities. It was believed 
that subsidization at the local level, 
by those-familiar with the community’s 
problems, was to be preferred over 
Federally subsidized housing projects 
with their potential repercussions on 
private enterprise. Since the Fern- 
wood Park development was an- 
nounced, local agitation for a Federal 
program has notably diminished. 
Another question raised by an out- 
of-town banker was whether the non- 
profit rental project did not meet 
opposition from landlords, builders, or 
real estate operators. On this, it is 
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the feeling of the bankers’ committee 
that the housing development will not, 
as a matter of practical fact, compete 
with private interests. For one thing, 
there are virtually no rental vacancies 
in Rochester. And, at the present 
time, builders are not ordinarily inter- 
ested in the construction of rental 
housing, it being more profitable to 
erect individual homes. 

One method used to forestall mis- 
understandings and possible hard feel- 
ings was to explain the project care- 
fully to various groups engaged in real 
estate activities. As a result, the 
Rochester Home Builders Association 
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voluntarily offered to give public en- 
dorsement to the project and to assist 
in any way possible, while the Roches- 
ter Builders Exchange gave its hearty 
endorsement and cited the possibility 
of obtaining a certain amount of 
apprentice help on the job, thus reduc- 
ing the labor cost. 

“The banks anticipated that they 
might run into some criticism from 
real estate operators,” concedes one 
bank president, “but none has de- 
veloped to date. We do feel that the 
community has a responsibility to fur- 
nish housing facilities for the veterans. 
Under the G. I. Bill, financial institu- 
tions can finance veterans up to 100 
per cent of the cost of their homes. 
This does not seem to be an adequate 
answer, and may merely add to the 
problems we will have to face in the 
future. It merely encourages veterans 
with no financial responsibility to buy 
houses which they will only be able to 
carry if they do not run into a period 
of unemployment or other emergency. 
Also, if present houses begin to de- 
velop structural defects, we can fore- 
see veterans losing all interest in main- 
taining payments. If banks have to 
foreclose on a large scale, it will lead 
to a furor against the ‘hard-hearted’ 
bankers.” 

Another question other bankers have 
raised concerns the problem of equita- 
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bly awarding the building contract, 
without arousing ill-feeling on the part 
of customers of the different banks. 
This matter was carefully considered. 
The size of the development limited it 
to the larger contracting concerns. 
The committee asked each bank to 
present a list of concerns believed to be 
competent to handle a project of this 
size. These were reviewed by the 
banker committee and the list was 
pared to about ten concerns, which 
were invited to bid on the job. Nine 
bids were received, and the contract 
was awarded to a local organization 
with previous experience in construct- 
ing housing developments. No criti- 
cism was voiced of this method. 

However, judging from the experi- 
ence of the bankers supervising the 
Rochester project, any group attempt- 
ing a similar venture can expect plenty 
of complications. For instance, there 
is the delicate matter of apportioning 
the insurance among the customers of 
the various banks. Above all, there is 
the little problem of assisting the 
contractor in locating materials, and on 
this the bankers have run the gamut 
from National Housing Expediter 
Wilson W. Wyatt on down. Never- 
theless, despite all the worries, the 
time, and the innumerable meetings 
involved, the Rochester bankers are 
enthusiastic about the project and still 
believe it is worth the consideration of 
financial institutions in other areas. 

Their advice to such institutions 
would be first to discuss the possibility 
of a veterans’ rental housing project 
with city authorities, and then with 
FHA representatives. It should be 
stressed at all times that this would 
be a community housing project spear- 
headed by the banks. This will 
eliminate much criticism from con- 
tractors and others about not getting 
their share of the business. It will help 
in getting materials. 

It is also recommended that, wher- 
ever possible, the banks precede such 
a development by a community survey 
which will disclose just what the needs 
are—a subject about which there is 
always a lot of loose talk. Time did 
not permit such a preliminary check in 
Rochester, but the banks there are 
now financing a complete survey of the 
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local housing situation through the 
Bureau of Municipal Research. Let- 
ters with a return card will be mailed 
to all residents of the city and suburban 
communities. The returned card will 
indicate whether the individual is 
thinking of changing his living quar- 
ters; if so, whether he proposes to buy 
or rent, and the amount he plans to 
pay. Also, whether in the event he 
goes through with his plans he will 
release a housing unit. Data will be 
compiled on the number of housing 
units built in Rochester since 1938, the 
extent of savings since 1941, and 
salary range. With such information, 
the potential demand for housing can 
be more accurately gauged. 

A final recommendation is that the 
location of a rental housing project 
should be considered from a long-range 
occupancy standpoint. It is recognized 
that the pressure from veterans for 
shelter will evaporate in several years, 
and that sponsors of multiple housing 
developments must look to the future. 
Fernwood Park is located near a 
multi-million dollar clothing plant just 
being erected. 

Incidentally, the Rochester banks 
have prepared an explanatory booklet 
on the plan, stating its objectives, out- 
lining the history of the development, 
and describing the project. Copies 
are available upon request, and judg- 
ing from the inquiries for information 
received to date on the program, the 
demand should be widespread. 

The Rochester bankers realize that 
this one development will not, in itself, 
begin to solve the local problem. 
However, it is hoped that other private 
groups wil! follow suit along the same 
lines, with possible variations. For 
example, similar rental projects could 
be set up to yield a moderate profit. 
If desired, the banks would probably 
be willing to carry the mortgages and 
service the projects for a small fee. 

The philosophy back of the action 
of the Rochester banks, as expressed 
by one banker, is somewhat as follows: 
“The banks of the country cannot put 
entire emphasis on profits, but must 
take a leading role in community 
betterment if they are to be assured of 
a continuing existence within the 
framework of private enterprise.” 
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DIRECTOR CLUTCHBILL 


(CONTINUED FROM PAGE 23) 


Mr. Clutchbill looked within the 
book. The blue lines amongst the 
faded figures had become dim and 
smeared. 

“Well,” said Mr. Clutchbill uneasily, 
noticing it closed the account down to 


a thin margin, “‘you must take care to 
get it home safe. How would 


you 
like it?” 

““We ought to have a lot of one’s... 
25, anyhow,” said Mrs. Wagner. 


“And the rest in ten’s—we can’t use 
bigger.” 
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The old director handed the book to 
John who filled a withdrawal slip and 
returned the slip with a pen to the old 
lady who put on her spectacles with 
shaking hands and slowly fashioned 
her wavering signature. 

In a few moments a pile of bank 
notes were laid on the table beside the 
old couple. They counted it slowly 
four times, then Mrs. Wagner stored 
it in the very bottom of her battered 
black hand bag. 

“We're going right back with Hink 
Emery,” nodded the old lady in a 
shrill voice. ‘“Hink’s a_ powerful 
critter; he’ll get us home safe.” 

“‘Where is Hink?” asked Mr. Clutch- 
bill lightly. 

*‘He’s waiting for us up in front of 
the post office,’ explained Mrs. Wag- 
ner winding the strap of her hand bag 
tightly around one hand and taking 
her husband’s arm with the other. 

The old director opened the office 
door and the elderly pair scuffed 
throughit. The outer street door stood 
open. They tottered over the entrance 
to the open vestibule where there 
were two adjoining doors, one leading 
into the bank, the other to a labyrinth 
of storerooms above. 

With instant suddenness the store- 
room door whipped open. An arm 
shot out. It wrenched the black hand 
bag out of old Amelia Wagner’s grasp 
and spun her tottering against her 
husband. 

“Look out!’ yelled Cashier John 
Atwood, making a dive for the lobby. 

“Look out for what?” Mr. Clutch- 
bill wheeled around in astonishment. 

“Somebody’s got her bag! I. saw 
the whole thing. A hand came out of 
the other door and snatched it in one 
grab.” John rushed out and gave a 
steadying hand to the old pair who 
were trying to gain their balance. 

“Good gracious! So soon!” Mr. 
Clutchbill dove out after John into 
the open vestibule. ‘“‘He’s gone up 
in that mess of storerooms upstairs. 
Guard the door .. . I’m going up.” 

“Better not alone,’ warned John, 
leading the dazed old couple back into 
the bank. 

But the old director was gone. 


T the top of the flight of stairs six 
*~ closed doors faced him on all sides 
down a corridor. He stood motionless 
a moment listening for the slightest 
sound. Cautiously he crept to each 
door and flung it suddenly open. 
Ancient benches and cupboards stood 
in crazy disorder. Old wall maps 
hung askew on the walls or littered 
the floor. The first five rooms seemed 
vacant. The last one, a rear room, 
proved not only vacant but cleared of 
every object. The old gentleman 
stepped quickly to the window and 
looked down on the rear premises of 
grocery stores. A truck had backed 


up to the store directly beneath. The 
roof of the truck was only a few feet 
below the window sill at Mr. Clutch- 
bill’s knees. A canvas was loosely 
laced along the truck’s roof, and at 
the cab end the hump of some bundle 
or shipment showed under the canvas. 
It was an out-of-town truck. In a 
flash it crossed Mr. Clutchbill’s mind 
the driver would be a stranger, too. 
The old director lifted a hand to un- 
fasten the window latch. Instantly 
something attracted his eye; the latch 
was thrown back. The thick dust 
around the latch had been recently 
disturbed. Silently he raised the 
window. The truck’s engine suddenly 
burst out in a roar. Without a 
moment’s hesitation Mr. Clutchbill 
swung his legs through the open 
window and dropped to the truck’s 
roof. Hardly had he done so before 
the truck lurched forward. Some- 
where that truck would have to stop, 
and flimsy as the clue was he decided 
to stick. 

Shortly they wheeled around a 
corner on the outskirts of the village 
and headed south on the main line to 
the next town. It was about this time 
a peculiar movement caught Mr. 
Clutchbill’s eye. In a moment the 
canvas moved curiously again as 
though a knee had been drawn along 
beneath it. It came over the old 
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director like an electric shock that 
there was a man hidden there. 

The truck was now bowling along at 
a good 50 miles an hour. Mr. Clutch- 
bill looked helplessly around. Some- 
thing desperate would have to be done 
immediately. Suddenly. he caught 
something out of the corner of his eye 
that offered a ray of hope. Clinging 
from a hook at the corner of the truck 
was a heavy chain used in supporting 
the truck’s rear door when heavily 
loaded. It rattled and clanked against 
the truck’s body at times. Both ends 
of the chain hung from powerful 
rings. The old director moved over to 
it and looked over the side. By un- 
hooking one end he discovered the 
chain would far more than reach the 
ground. Getting it to swaying, he 
quickly fed out the chain on an in- 
swing. The truck’s hind wheel ran 
over it with a bump. Suddenly the 
flying chain-end spun around the wheel 
with a double hitch. The links went 
taut and snapped out of Mr. Clutch- 
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bill’s hand. The truck body careened 
sidewise under the strain. A set wheel 
began squealing along the road. A 
commotion had started up forward. 
A battered hat popped from beneath 
the canvas, followed by an alarmed 
face and evil jaw. 

“‘What’s happened?” bawled a bull 
voice. 

Mr. Clutchbill stared in faked sur- 
prise. ‘You can search me, brother,” 
he squalled. “I’m for trying another 
truck. Let’s jump off before they get 
wise.” 

The man gave Mr. Clutchbill a 
strange eye. “Didn’t I see you some- 
where in the last town?” 

“Probably, that’s where I started to 
bum this ride.” The old director began 
climbing down now that the truck 
had stopped. 

He came face to face with the truck 
driver, a youngish lad of power and 
height, who realized he wasn’t looking 
at his partner but at a strange and 
unexpected newcomer. 

“‘Where’d you come from?” he 
gulped. 

“Oh, there’s a lot of us up there... 
harmless critters—just bumming a 
ride.” 

The driver opened his mouth and 
looked up at the truck top. Mr, 
Clutchbill’s bed mate was gazing over 
the edge with a hesitating eye. 

“Come on down . . . you!”’ ordered 
the driver. 

Although the order was hollered as 
at a stranger, Mr. Clutchbill sensed a 
silent telepathy. 


‘THE rider on top disappeared for a 

moment, then came down and joined 
the driver in viewing the tangled 
wheel. The truck had stopped close 
to the McKinney barns, and Mr. 
Clutchbill could see somebody stand- 
ing with open mouth in the barn door. 
He secretly motioned to come over. 
The man started for the truck and 
upon arrival proved to be a small 
elderly specimen with a mottled red 
and gray beard and one eye. 

The two wheel-inspectors craned 
their necks out around the sick wheel 
and appraised the arrival. The rein- 
forcements apparently hit them as 
feeble and they returned to dislodging 
the tightly jammed chain-end. 

“We got to have a_ crowbar,” 
grunted the driver with wet brow, 
crawling out where he could shed his 
jacket. 

The mate came out and also slid off 
his coat. Both put them in the cab 
under Mr. Clutchbill’s alert eye. 

“Got a crowbar, feller?’’ growled the 
driver, looking at the newcomer. 

“‘Sure, over in the barn,”’ nodded the 
farmer. 

“Fetch it over, will yuh?” 

After the man made off, Mr. Clutch- 
bill sidled along the truck while the 


bandits tugged on the chain. He 
stepped silently up to the cab and 
quickly frisked the pockets of the 
two coats. The $1,500 wasn’t there. 

The man with one eye was now 
coming with a crowbar. It would 
certainly make quick work of releasing 
the chain. The old director began 
examining the truck again. Suddenly 
a hope flashed through his mind. He 
would make one last desperate try. 

“That’s the stuff, give it here,” 
came the eager voice of the prone 
truck driver. 


Bote men became absorbed in the new 

tool. Mr. Clutchbill slyly mounted 
a front fender, then the engine hood, 
next the cab roof. In a moment he 
was on the body roof hunting under 
the canvas. Suddenly he let out a 
gasp of success. An old black hand 
bag was tucked in the canvas near the 
back of the cab. He opened it quickly. 
A wad of bills looked up at him. It 
seemed as though he would never get 
down off that truck. 

A constant metallic pounding 
sounded at the rear wheel. Mr. Clutch- 
bill hurried straight down the road, 
looking constantly over his shoulder. 
It seemed an age when he found him- 
self pounding at the McKinney kitchen 
entrance. 

“The telephone! Quick!’ wheezed 
the old director the moment the door 
opened. 

““What’s happened?” gasped a plump 
woman staggering backward and point- 
ing at a wall phone. 

“Bandits! Been trailing them!’ 
Mr. Clutchbill grabbed the phone and 
shortly had the Ferndale National on 
the wire. 

“You, John? I’m at the McKinney 
farm. I got it!’ 

“Got it!’ came Cashier John At- 
wood’s voice in profound relief. 

*‘How’s the old folks?” 

*“‘Almost done for...” 

““Give them the news, and get Cal 
Bannister to come for me. Have him 
put in his buffalo gun.” 

Mr. Clutchbill dropped the phone 
and peered through a window. “Calm 
yourself, madam . . . calm, yourself!” 

‘“‘Was some one murdered?” 

“Nearly . . . two old folks.” 

A staccato of engine shots pene- 
trated the kitchen. Mr. Clutchbill 
looked between the curtains. The 
truck was moving, and on its roof a 
man was frantically pawing at a 
canvas cover. 

A half hour later the old director 
dropped a bundle of bank notes in old 
Mrs. Wagner’s lap, then the battered 
black hand bag. 

“Abner ... Abner!’ shouted the old 
lady with renewed life and began 
clutching at her husband’s sleeve, 
“Abner, this is the best bank... ” 

““No foolin’,” nodded Mr. Clutchbill. 
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